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GREAT DEVELOPMENT 


IN LIFE INSURANCE | 





People More and More Are Pur- 
chasing Protection as Shown 
by Returns 





INTERESTING FIGURES 





It Is Estimated That at Least 50,000,- 
000 People in This Country Have 
Policies 


insur- 
and 
the 
an- 


NEW YORK, Mar. 3.—Life 
ance continues to assume a larger 
larger importance in the budget 
American people, in 
alysis of the National 
the National Bank ofCommerce of New 
York. 

Authorities estimate that the total in- 
the American people during 
1924 was approximately $70,000,000,000. 
During the same over $2,100,000,- 
000 was paid in premiums to the legal 
reserve life companies, while the United 
States War Risk insurance and various 
iraternal and miscellaneous life organ- 
izations collected an additional $250,000,- 
060. In other words, the life insurance 
premiums collected during the year 
amounted to more than 3 percent of the 
total national income. 


of 


as shown an 


income made by 


come of 


year, 


Life Insurance Savings 


On first consideration 3 percent does 
not seem to be a startling figure. It 
shouid be remembered, however, that 
authorities estimate the total annual 
savings of the American people during 
recent years to be about 16 percent ot 
their annual income. As a very large 
part oi the money paid in life premiums 
is regarded as savings, it appears that 
it least 15 percent of the country’s total 


ennual savings takes the form of life 
surance, Perhaps no other one means 
Gi saving is so generally used. 


Big Amount of Business 


During the last decade the amount of 


liie insurance in force has more than 
doubled. In 1913 there was in force 
nearly $31,000,000,000. By the end of 
1984 the total had amounted to about 
+ #4,000,000,000. New insurance written 
in the same year came to almost $14,- 
»00,000,000—from three to four times as 


much as was being written annually ten 
years ago, 

The se hgures perhaps give a too strik- 
ing impression of the extent of the in- 
crease. On the basis of current index 
numbers $62 in 1913 had a purchasing 
Power equal to $100 in 1924, so that the 


$31,000,000,000 of life insurance in force 
~ 1913 was equal to $50,000,000,000 in 
1924. But even on this basis of pur- 
pausing power, life insurance in force 
had an increase of over 50 percent dur- 
ing the decade. 
Life Insurance Progress 
__ Figures demonstrate that life insur- 
ance wealth more than holds its own 
Ut & part of the growing wealth of the 
nited States 


| SARGENT IS ADVANCED 





NOW SECOND VICE-PRESIDENT 


Mutual Life Gives Recognition to Its 
Superintendent of Agents Who 
Has Wide Experience 


NEW YORK, March 4.—At the 
meeting of the trustees of the Mutual 
Life, George K. Sargent was elected to 





succeed George T. Dexter as second 
| vice president. 

| Mr. Sargent, an active field man, was 
| made assistant supervisor of domestic 
| agencies in the home office in 1903, and 
| in 1919 became superintendent of agen- 
cies. Since coming into the home of- 
fice, he has taken an active part in su- 
| perintending the company’s agencies 
throughout the United States and Can- 
ada. He has more than taken care of 
| his constantly increasing responsibili- 
ties and affairs. The board’s action re- 
flects the company’s recognition of his 
conscientious work and its confidenc< 


in his ability in organizing and upbuild- 
ing agencies. He has a rare balance oi | 
conservatism and progressiveness ‘and | 
|< vision for the fulcie, combined with 
a realization of life insurance needs ard 
a sympathetic understanding of the pub 

lic’s requirements and of the problenis | 
and ambitions of the persons compos- 


ing the field force. 

Insurance people who know Mr. Sar- 
gent feel that the Mutual Life has taken 
a step in accord with the times and with 


the desires of those directly interested 
in the company. 
was a 33 percent increase in the wealth 


controlled by life companies, the average | 


increase per year being about 3 percent. 
During the same period it is estimated 
that the national wealth in terms of the 
purchasing-power doilar increased an- 
annually only about one percent. 


Group Insurance Strides 


The great growth of life insurance 
raises an interesting question 
whether the expansion has resulted in 
an even increase throughout the various 


main classifications of insurance written 


as 


by legal reserve companies. Group in- 
surance, it appears, has taken the long- 
est strides forward. From nothing at 


all a few years back it has grown until 
in 1924 it represented $3,500,000,000 out- 
standing. More than $550,000,000 was 
taken out in policies of this type in that 
year. No significant change has taken 
place in the industrial field. At the end 
of 1924 there was $11,300,000,000 of such 
insurance outstanding, representing 
roughly one-fifth of all life insurance 
written by lefal reserve companies. The 
ratio of endowment policies to whole 
life policies has not increased during 
the decade. Its total is still than 
one-third that of straight life policies. 


less 


Ninety Million Policyholders 








| 


Excluding group insurance, the total 
number of policies in force with legal 
reserve companies in 1924 was $90,000,- 
000. These carried $60,500,000,000—an 
average of about $750 per policy. But 
this average includes both industrial and 
regular life policies. If these are sepa- 
rated, it appears that $22,000,000 regular 


From 1913 to 1924 there | life policies carried $49,250,000,000 of in- 





| trial 
to | 





| 
| 
| 
| 





BUSINESS NOW STABLE | 


SAME RATES USED BY ALL 


Life Companies Writing Group Insur- 
ance Have Settled Down to Stand- 
ard Practices in Underwriting 


The companies that are writing group 
insurance that are licensed in New York 
are now adhering very strictly to the 
practices laid down by Superintendent 
Beha of the New York department 
Most of the companies writing group 
that are not licensed in New York are 
following the New York procedure. 


The group life insurance situation to- 
ward the close of the year almost got 
into rate competition or rather net cost 
competition because of the payment ol 
larger and larger refunds. Business 
was gotten very largely on the promise 
or guarantee of certain dividends It 
got to a point where some claimed the 
business could not be written for the 
net amount quoted. 

Have the Same Rates 

The companies are now observing the 
same rates. This applies both to the 
participating and non-participating 
companies. The companies then can 
figure out the dividends or retunds ac 
cording to the experience on the group 


This applies to the participating as well 
the non-participating companies 


as 


Superintendent Beha made it very plain 
that he would not permit the continu 
ance of the practices indulged in by 
some of the companies. The com 
panies outside of New York, that are 
writing group insurance for the most 

seem willing to comply with the 


part 
practices established there 
same rate to all and then the 
on a risk determines the amount 
fund that is justified, 


It gives the 
experience 
of re 


surance, making the average policy 
about $2,200, Some $68,000,000 indus 
policies carried $11,300,000,000 of 


insurance or less than $200 a policy. 


Number of Insured People 
Statistics to show the actual num- 
ber of individuals insured do not exist 


on account of the difficulty of compiling 
such figures, for many persons are in- 
sured in several companies or hold sev- 
eral policies in one company. A con- 
servative estimate, however, places the 
total number of insured individuals at 
$50,000,000. Whatever the number, the 
field of life insurance far from being 
saturated. One ambition of the insur- 
world is for 


18 


ance 100 percent insurance 
America as nearly as practicable—i. e 
insurance for every person. If this ide al 


is zealously pursued, life insurance will 
have an even more striking growth in 
the future than in the past. 


Capitalizing of Earning Capacity 


Another method of calculating the 
future possibilities of life insurance is 
the capitalizing of earning capacity ol 


hves. An eminent insurance authority 
recently stated that if all live’ were in- 
sured for only one-half of their capital- 
ized earning capacity, the American 
people would be insured for 400 or 500 
billions, which far exceeds the estimates 


(CONTINUED ON NEXT PAGE) 


MUCH INTEREST TAKEN 
IN RULING ON BANKS 


Comptroller of Currency Holds 
National Banks Can Not 
Insure Officers 


IVES & MYRICK LETTER 


Call Attention to Some of the Incon- 
sistencies of the Position Taken 
by Official 


NEW YORK, Mar. 


ing of the comptroller of currency denies 


A recent rul- 


the power of national banks to insure 
their officers in favor of the corpora- 
tion Chis ruling deprives the banks of 
the advantage of safeguarding them- 


selves which experience and sound judg- 


ment have shown to be a necessary part 
of sound business practice. This point 
of view has beén forcefully stated in a 
letter recently addressed to George A. 
Kederich, president of the Life Under- 
writers’ Association, by Ives & Myrick, 
general agents of the Mutual Life. 
“The ruling of the comptroller of the 
currency relative to the power of na- 
tional banks to insure their officers in 
favor of the corporation, involves a mis- 
understanding of life insurance in this 
connection and to such an extent that 
it mav be advisable for your committce 
to propose that the National Life Un- 
derwriter Association make some formal 
protest in the matter rhe ruling de- 


prives all national banks from adopting 
a safeguard which by common judgment 
part of sound busi- 


and experience is a 


ness procedure. 


Can Not Disregard Values 


“A bank cannot disregard human 
values, the practical use of business in- 
surance and the part it has taken as an 
important factor, any more than other 
business can disregard them without 
subjecting itself to losses that will be 
felt in the future and impairment of 
service and efficiency. Taking a rea- 
sonable precaution against these, is, it 
appears to us, an “incidental power” 
and an important one. In _ Justice 
Bradley’s (U. S. Supreme Court) com- 
ment, it is stated that while the powers 
of a bank are not limited to those ex- 
pressly granted, they must be such as 
are reasonably incidental to the exercise 
of such powers as are expressly 
granted, and that insuring the life of an 
officer would not be such an incidental 


power, 


Comment on Insurance Interest 


insurable in- 
holds 


“In the comment upon 
terest, though Justice Bradley 
that the tenure of the office is too eph- 


emeral to create an insurable interest 
in the bank, he probably would admit 
that there may be an insurable interest 
at certain times or under certain condi- 
tions. Apparently it is the fact that the 
interest may not be continuous that 
causes the justice to deny it in the 


(CONTINUED ON PAGE 30) 
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GENERAL AGENTS MEET 
VISIT NEW ENGLAND MUTUAL 


Convention at Home Office Attended by 
Field Leaders from All Parts of 
Territory 


BOSTON, Mar. 3—The_ general 
agents of the New England Mutual Life 
from all parts of the country held their 
annual meeting at the home office last 
week and renewed their ties with the 
company officials and their fellow work- 
ers. Simultaneously. occurred the grad- 
uating exercises of the annual training 
school of the home office and 35 well 
trained and alert young men were given 
a new start in salesmanship. Six new 
members were elected to the General 
Agents’ Association: Olin P. Beall, 
Macon, ‘Ga.; Harvey H. Wilson, Sa- 
vannah, Ga.; Beal H. Siler, Tampa, 
Fla.; Willard H. Cobb, New York City; 
Isadore Freid, New York City, and Al- 
bert W. Moore, Philadelphia. Presi- 
dent Daniel F. Appel of the company 
gave a “Review and Forecast” of condi- 
tions. Secretary Frank T. Partridge 
presided at the dinner and talks were 
given by President Appel, A. L. Salt- 
stern of Milwaukee, Vice-president Reg- 
inald Foster, Emmett H. Rolston of 
Chattanooga, Tenn., and Frederick A. 
Savage, Jr., of Baltimore. 


Many Medals Awarded 


Silver service medals, for 25 years ot 
faithful service with the company were 
presented by President Daniel F. Appel 
to Albert H. Curtis, Boston; Lewis J. 
Gordon, Boston; W. Frank Gentry, 
Kansas City and William A. Smalley! 
Philadelphia. Silver medals for per- 
sonal production in 1925 were presented 
by Vice-President George W. Smith to 
the following: Julius H. Meyer, Chi- 
cago; Horace Mecklem, Portland, Ore.; 
Robert W. Moore, Jr., Boston; Carl S. 
Nute, Manchester, N. H.; Frederick A. 
Peterson, Pittsfield, Mass.; Merle G. 
Summers, Boston; Albert R. Thomson, 
Detroit, Mich.; Archie C. Utter, De- 
troit, and Wilson Williams, New 
Orleans. 


Hear Valuable Program 


Medical Director Edwin W. Dwight 
spoke on “New Phases of Medical Co- 
operation,” and Assistant Medical Di- 
rectors David N. Blakely and Walter 
C. Bailey discussed “Health Conserva- 
tion Service.” Vice-president George W. 
Smith spoke on “Progress in Conserva- 
tion and Expansion” in the afternoon. 
and Charles A. Hinkley, Albert H. 
Curtis and Julius A. Meyer discussed 
the “Present Opportunities of the New 
England Mutual.’ 

The general agents’ meeting closed 
with the election of the following offi- 


cers: President, Horace Mecklem, Port- 
land, Ore.; vice-president, Robert W. 
Moore, Jr., Boston; secretary and treas- 


urer, David A. Holloway, Montgomery, 
Ala.; member of executive committee at 
large, William H. Meub, Indianapolis. 





Julius Bohm Resigns 


Julius Bohm, eastern inspector of 
agencies of the International Life, has 
tendered his resignation as of July 1. 
Mr. Bohm was at the home office last 
week and spent this week jn Chicago, 
Detroit and Pittsburgh. 








GREAT DEVELOPMENT IS SEEN 
(CONT’D FROM PRECEDING PAGE) 


of their total property wealth, placed 
at less than 350 billions. This ideal 
gcal also leaves much room for the fu- 
ture growth of life insurance. 

Great progress continued to be made 
in 1925. Recent figures indicate that 
the aggregate of new insurance written 
in 1925 was 15 percent larger than that 
written in the previous year. 








FELLOWS ARE ELECTED 
SEVERAL OFFICIALS HONORED 


Board of Governors of the Insurance 
Institute of America Makes Im- 
portant Announcement 


At a meeting of the board of govern- 
ors of the Insurance Institute of Amer- 
ica, a number of prominent men in the 
business were elected fellows. <A, F. 
Dean, former western manager of the 
Springfield Fire & Marine, was elected 
an honorary member because of his great 
contribution to the business. New quar- 
ters will be taken in the National Board 
building. It was voted to establish 
grades in the granting of diplomas. The 
following fellows were elected: 

William A. Watts, President, Merchants 
Life. 

J. M. Wennstrom, United States Mana- 
ger, Svea. 

E. W. West, President, Glens Fal}ls. 

P. H. Willmott, President, Agricultural 
Fire. 

Herbert M. Woollen, President Ameri- 
can Central Life. 

Samuel Appleton, United States Mana- 
ger, Employers Liability. 

C. Weston Bailey, President, American 
Fire. 

Percival Beresford, United States Man- 
ager, Phoenix Assurance. 

F. H. Bigelow, President, St. Paul Fire 
& Marine. 

R. M. Bissell, President, Hartford Fire. 

R. R. Brown, President, American 
Surety. 

F. Highlands Burns, President, 
land Casualty. 

Louis F. Butler, President, Travelers. 

B. G. Chapman, Jr., President, Ameri- 
can Central Fire. 

R. C. Christopher, United States Mana- 
ger, Caledonian. 

Walton L. Crocker, 
Hancock Mutual Life. 

Hart Darlington, United States Mana- 
ger, Norwich Union Fire. 


Mary- 


President, John 


D. §. Dickenson, President, Security 
Mutual Life. 

Cc. D. Dunlop, President, Providence 
Washington. 

Cornelius Eldert, President, Atlantic 
Mutual Marine. 

Crawford H. Ellis, President, Pan- 


American Life. 

Thomas L. Farquhar, President, 
ark Fire. 

Gayle T. Forbush, United States Mana- 
ger, Royal Exchange. 

J. Montgomery Hare, chairman State 
Assurance. 

William Hare, United States Manager, 
State Assurance. 

John C. Hill, President, Standard Life. 

Allen Hollis, President, United Life & 
Accident. 

Robert W. Huntington, President, Con- 
necticut General Life. 

Ralph B, Ives, President, Aetna Fire. 

Sidney R. Kennedy, President Buffalo. 

Otho E. Lane, President, Niagara Fire. 


New- 


William A. Law, President, Penn Mu- 
tual Life. 

J. B. Levison, President, Fireman's 
Fund. 

Edson S. Lott, President, United States 
Casualty. 


Thomas E, Lovejoy, President, Manhat- 
tan Life. 





| 


| sterdam Casualty. 





SOME FEATURES GIVEN 
GREAT WEST LIFE POINTS 


High Lights Were Thrown on the 
Canvass by the Report of General 
Manager 


Some of the features brought out at 
the annual meeting of the Great West 
Life of Winnipeg in the general man- 
ager’s report are of interest. Vice-Presi- 
dent R. T. Riley pointed out that during 
the year $680,000 had been realized on 
the sale of farms on which the company 
was forced to foreclose. The Great 
West Life, he stated, did not wish to 
have this form of asset. A number of 
farms were taken over during the agri- 
cultural depression. The company has 
$31,000,000 invested in western mort- 
gages and over $21,500,000 in bonds and 
debentures. There are $11,000,000 in 
policy loans. 

The surplus earnings for the year 
were the largest in the company’s his- 
tory being nearly $4,000,000. The item 
of “provision for future profits to policy- 
holders” was increased to $7,236,000. 
The Great West Life now earns on 
policy proceeds and profit left with the 
company 6 percent. The mortality ratio 
last year was 34.5 percent. 








Edward C, Lunt, President, Sun Indem- 
nity. 

Robert J. Maclellan, President, Provi- 
dent Life & Accident. 


J. C. Maginnis, President, Eureka- 
Maryland Assurance. 
Alfred G. Martin, Manager, Northern 


Assurance. 
Emmet C. May, President, Peoria Life. 
A. G. McIlwaine, Manager, London & 





Lancashire Fire. 

Charles R. Miller, President, Fidelity & 
Deposit. 

William Montgomery, President, Acacia 
Mutual Life. 

W. Irving Moss, President, Union In- 
demnity. 

J. Arthur Nelson, President, New Am- 


Whitney Palache, United States Mana- 
ger, Commercial Union. 

A. Duncan Reid, President, Globe In- 
demnity. 

Frederick Richardson, United States 
Manager, General Accident. 

Cc. B. Robbins, President, Cedar Rapids 
Life. 

A. H. Rodes, President, Two-Republics 
Life. 

Benjamin Rush, President, 
Company of North America. 

Elmer J. Schafer, President, Insurance 
Club of Chicago. 

Harry L. Seay, President, 
Life. 

Cc. F. Shallcross, United States Mana- 
ger, North British & Mercantile. 

W. E. Small, President, Georgia Cas- 
ualty. 

Charles L. Tyner, President, Home Fire 
of New York. 

T. W. Vardell, President, Southwestern 
Life. 

J. H. Vreeland, United States Manager, 
Scottish Union & National. 


Insurance 


Southland 


vice-president. 


BIG CONVENTION HELD 
MISSOURI STATE CLUB MEETs 


Agents Who Produced $100,000 Last 
Year Are Guests at Home Of. 
fice of Company 


ST. LOUIS, March 4.—The annual 
convention of the $100,000 Club of the 
Missouri State Life held in the home 
offices last week proved the most suc- 
cessful gathering of this club ever held 
The officers of the club who were 
elected are: Thomas J. Kelly, presi- 
dent; W. Alex Knight, vice- -president, 
and A. D. Dupres, second vice-presi- 
dent. A remarkable feature of the elec- 
tion is that all three officers are associ- 
ated with the Lorick & Vaiden Agency 
of Augusta, Ga. Selection to office js 
dependent upon the volume of paid for 
business produced in the club year. 

When the convention was called to 
order President M. E. Singleton wel- 
comed the agents to the city, and an- 
nounced the officers elected. In his 
brief address he reviewed the progress 
that had been made by the company 
during the year and emphasized the 
strong position it now holds, urg 
ing the agents to reap the benefits from 
this situation by increasing their per- 
sonal production. He said that there is 
every reason to anticipate a banner year 
in 1926. 

Had Good Program 


After an address by Vice-president W. 
F. Carter, John J. Crowley, second vice- 
president, spoke on “Accident Insur- 
ance.” . B. Thurman, manager at 
Cleveland, talked on “Keeping Active.” 
“Accident Selection” was the subject of 
an address by Read Brown, superinten- 
dent of the accident department. James 
L. Rainey, field supervisor for the ac- 
cident department, presented some sell- 
ing arguments for accident insurance and 
Henry Reichgott, second vice-president 
spoke on “Selection of Life Insurance 
Risks.” Judge Allen May of the legal 
department of the company was also a 
speaker. 

Joseph P. Licklider, director of pub- 
licity and sales research, described the 
efforts of the company to help the field 
man to sell. Henry Reichgott, at the 
second day’s session, gave a talk on 


“Group Insurance” and Pearce H. 
Young, agency instructor, presented 
modern selling methods. The salary 


deduction plan was described by Craw- 
ford A. Easterling, assistant to the 
Actuary, C. O. Sheperd 


spoke on “Our Company Today.” John 


J. Moriarity, second vice-president, gave 
an interesting discussion of 


the com- 
s program of cooperation with the 


pany’s 

field. President M. E. Singleton and 
Vice-President Hillsman Taylor both 
gave talks at this session. About 200 


were present at the opening session of 
the meeting, including some of the city 
agents of the company. 








FIGURES FROM DECEMBER 31, 1925 











LIFE COMPANIES 


STATEMENTS 











Pd. Policy- Total 


Net New Ins. in Gain in Prem Total 
one Capital ae on Business Force Ins. in Force — Income holders — 
$ 

Alamo Life..... 166,403 100,000 22,762 3,123,694 4,276,194 2,561,944 80,714 108,691 11,279 104,987 
Boston Mutual. Ff 8 arr 520,426 14,898,028 46,724,637 4,631,630 2,086,118 2,537,436 941,970 1,966,808 
Empire L. & A. 490,770 100,000 et” |. Beeeee  .. Benes ieee 873,72 908,294 359,786 838,833 
Equitable, D. C. 4,286,055 120,000 211,877 15,393,867 42,655,120 4,680,156 1,534,409 1,844,196 322,705 1,122,987 
Great Republic. 3,301,390 500,000 245,168 10,448,678 31,736,187 4,707,973 29,742 1,099,333 182,334 620,020 
Gt. West., Can 73,176,969 1,000,000 2,001,571 65,837,563 420,406,920 37,162,072 14,178,356 19,478,795 6,283,286 10,474,436 
Home Life, Ark 2,533,197 250,000 241,161 9,510,006 30,087,952 5,957,809 793.034 929 "814 241,700 633,468 
Inter-Mountain. 2,263,924 124,510 129,451 4,640,828 20,089,172 18,599 607,395 754,387 181,700 471,506 
Intern. L. & T. 1,564,690 267,785 159,799 1,462,840 10,192,179 115,670 301,998 405,633 101,266 353,884 
LaFayette ..... DEE 6. sameee 169,525 4,187,429 22,207,996 1,727,838 13,447 969,530 274,133 563,148 
Missouri State.. 61,889,485 2,000,000 2,007,929 136,178,659 587,586,508 49,374,195 16,775,902 21,484,914 7,002,201 13,203,338 
Occidental .... 11,787,887 250,000 251,083 14,690,753 102,062,866 35,659,727 2,022,494 7,067,114 756,005 2,920,942 
Ce MeO. sceec 1,975,892 200,000 114,687 9,881,421 22,854,441 6,556,932 68,812 939,067 143,631 565,417 
Pan-American 16,232,069 1,000,000 859,069 37,414,361 144,276,609 17,672,052 4,122,142 5,189,083 1,560,318 3,443,054 
Pilot Life...... 8,960,575 1,000,000 795,831 23,724,956 72,129,497 10,598,519 2,398,122 2,806,846 887,725 1,902, 866 
Phoenix Mut... 91,498,636 ...... grt ett! 65,025,863 = 258,291 34,278,995 16,535,433 23) 028,163 9,508,101 14,344,7 
Pres. Mim Fund 15,322,080 —......... 1,145,149 5,687,900 522,085 2,680,54 2,378,298 2,982,128 1,954,733 2,188, 394 
Prudential ..... 1,373,110,037 *2, oes: 000 57,119,995 2,208,178,930 9 36t" 148, 802 1,211,441,396 328, 927, aes 399,951,348 141,839,748 227,496,500 
South’n L, & H. 431,186 117,050 102,527 16,705,330 16,179, poe 2,401,331 1,214/615 1,2 33,788 "427,176 1, 166. 430 
Un. Amer., Fla. 123,651 100,000 14,440 550,000 550,00 550, 000 4,018 a =—so horrnes 684 
Western States. 9,553 5,000 1,844 276,325 276, 325 276,325 8,312 Ratan : 028 

10,163,033 200,000 $25,439 16,285,930 70,175,922 12,138,970 1,958,900 2,606,190 778,909 1,471,013 


Western Union. 


*$1,890,105 of the capital stock has been purchased and assigned to Austen Colgate, trustee for the policyholders. 
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ACCIDENT CONFERENCE 
HAS JUBILEE SESSION 





Twenty-Fifth Anniversary of For- 
mation Is Celebrated at De- 
troit Meeting 





EARLY YEARS REVIEWED 





Constructive Program of Addresses 
Features Mid-Winter Session of 
Accident and Health Men 





BY FRANK A. PosT 


DETROIT, Mar. 3.—The silver jubi- 
lee convention of the Health and Acci- 
dent Underwriters Conference, held here 
this week in commemoration of the 
old Detroit Conference in this city 25 
years ago, brought out the largest at- 
tendance ever recorded for a midwinter 
meeting and probably equalled the rec- 
ord for any session, with 160 registra- 


tions at the close of the first days’ 
session. The unusual interest mani- 
fested in the meeting was based not 


only on the anniversary feature but on 
the fact that a program of unusual merit 
had been prepared and the company 
officials who were in attendance in 
such large numbers were well repaid 
for their attendance. 


Much in Historical Review 


Historical matters and reminiscences 
were naturally given a large place, not 
only in the two addresses on that sub- 
ject by men who were among the found- 
ers of the conference, but in incidental 
references by other speakers. 

An elaborate entertainment program 
was given in connection with the ban- 
quet last night, in addition to the speak- 
ing program. The chief speaker being 
Lieutenant-Governor George Welch of 
Michigan, substituting for Governor 
Groesbeck, who was unable to attend. 
There were 210 in attendance. 


Opening Session 


Charles T. O'Neill, corporation coun- 
sel, of Detroit, also substituted at the 
opening of the first session for Mayor 
Smith, who was scheduled to give the 
address of welcome but had to be in 
New York, the response was by W. T. 
Grant of the business Men’s Assurance. 

The first formal speaker was H. 
Walters, prominent Detroit insurance 
attorney and general counsel for the 
National Casualty, who emphasized the 
necessity for organized effort, as ex- 
emplified in associations of this sort and 
decried the suggestion made in some 
quarters that there are too many or- 
ganizations, 

CH Gives Conference History 


_V. D. Cliff, president of the Federal 
Casualty of Detroit, one of the four men 
who took the initial steps to form the 
old Detroit Conference, told at Tues- 
(ay atternoon’s session the steps that 
led up to its organization, reviewing the 
conditions that existed in the field at 
that time, the meetings held prior to 
actual organization and the earlier ses- 
sions of the Conference itself. 


Medical Science Prolongs Life 


Dr. Morris Fishbein of Chicago, edi- 
tor ot the “Journal of the American 
Medical Association,” has as his subject 
Rejuvenation and the Prolongation of 
Life.” He referred to the ever recur- 
ring effort to discover the elixir of life 
Or some other similar method which 
would keep men from growing old and 
showed that while statistics demonstrate 
a material increase in the average span 
of life, it is due to the advances made 
by medical science in the control of var- 
lous diseases. He reviewed these ac- 
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LAUNCH NEW COMPANY | SALES ‘CONGRESS HELD 


IS CHARTERED AND LICENSED | BIG MEETING OF TOLEDO MEN 





Harvester Life of Dallas, Headed by Program Brought Out Some Very Ex- 
Jalonicks, Will Take the Field cellent Talent—Prominent Men 
with $125,000 Capital in the Business Spoke 


TOLEDO, O., Mar. 5.—The first 
annual Northwestern Ohio Educational 
Congress conducted under the auspices 
of the Toledo Life Underwriters Asso- 
ciation was held here today. John P. 
Gomph, general agent of the Penn Mu- 
tual Life is president of the association. 
The program is as follows: 


DALLAS, Mar. 3.—The state depart- 
ment has granted a charter and the in- 
surance department a permit to do busi- 
ness in Texas to the Harvester Life of 
Dallas. Home offices of the company 
will be located in Dallas. This is a new 
old line stock company. Those con- 
nected with the new company plan to 
begin writing business shortly. 


Headed by Jalonicks 


Morning Session 


Singing led by Osborn Crafts. 

Opening of Congress—George A. Brede- 
hoft, Chairman Congress Committee. 

Invocation—Dr. Allen A, Stockdale, 
First Congregational Church. 

Address of Welcome—John P. Gomph, 
President Toledo Association. 

Address—Judge C. J. Orbison of In- 


Among those connected with the new 
company are George W. Jalonick, Sr., 
George W. Jalonick, Jr., L. L. Stroud 
and C. R. Dent. George W. Jalonick, 
Sr., is connected with the Republic, a 
million dollar fire insurance company 


here. George W. Jalonick, Jr., is presi- | dianapolis. 
dent of the Gulf Fire, a million dollar | Address—A. H. Kohlenberg, District 
concern recently formed here. L. L. Agent, Mutual Benefit, Grand Rapids, 


Stroud has been connected with life in- | Mic. 


surance companies here for some time. 
C. R. Dent is connected with the Gulf 
Fire. 

The capital stock of the new com- 
pany is $125,000 and the surplus is a like | 
amount. It is understood both the sur- Play—*“The Heart of the Estate,” by a 
plus and the capital will be doubled | Selected cast. Directed by Hanford Berg- 
shortly after the formal organization of |™®"™ : : 

’ : : Address—John C. McNamara, Manager 
the company and the naming of the | guardian Life. New York City. 
officers. eee | Address—Oliver Thurman, Superintend- 

The officers and the board of directors | ent Agencies, Mutual Benefit Life. 

will be named in a few days. | Close of Congress—John P, Gomph., 


Afternoon Session 


0. C. Norton, Chairman 
Singing—Osborn Crafts. 
Address—W. H. Yeasting, President 
Commercial Savings Bank & Trust Co. 














Illinois Mutual Casualty, speaking 
Wednesday afternoon on “Limited Poli- 
cies,” offered some very severe criti- 
cisms on the issuance of such policies, 
: _| selling for a very small amount, but so 
R. Perry Shorts, former president of | much limited. He urged that the con- 
the conference, but now vice-president | ference members themselves take the 
of the Second National Bank of Sag-| first step by eliminating such policies 
inaw, Mich., speaking on “The Ameri-/| and then get behind legislation in their 
can Business Man,” outlined some of the | home states to compel such action by 
qualifications for success in business. | the companies generally. ’ 
stressing especially the willingness to S. C. Carroll of the Mutual Benefit 
work and to save, the realization of the | Health & Accident, speaking on “Apples 
necessity of service to the public and the | and Insurance.” reviewed the efforts 
maintenance of high ideals. In connec-| made by his company toward reduc- 
tion with the latter two points Be cited | tion of | through prevention of 
the principles and accomplishments of | jllness and accident, his topic having its 
the conference as furnishing a basis | basis in the old saying that “An apple 
which other lines of business might do/| a day keeps the doctor away.” He also 
well to follow. devoted some attention to the question 
Royer on Agency Problems of insurance taxation and the burden 
which it places on policyholders, tak- 
ing the position that the companies had 
been too willing to “pass the buck” in 
that respect. 
Swampscott for Summer Meeting 


that the only efficacious means for the j 

prolongation of life is through the ap- 

plication of preventive hygiene. 
Qualifications for Success 


losses 


The problems of the agency depart- 
ment were presented at the Wednesday | 
morning session by H. J. Royer, presi- | 
dent of the Great Northern Life. Tak- 
ing as his topic, “Common Sense in 
Agency Building,” Mr. Royer reviewed 
the question of agency’ contracts, 
tested methods of getting new men, 
including a general discussion of adver- 
tising, the view that the purpose of in- | 
surance advertising should be to build 
up the prestige of the company rather 
than the direct connections, and other 
methods of holding desirable agents. 


The executive committee at its meeting 
Monday night voted to recommend to 
the Conference that the mid-summer 
meeting to be held at Swampscott, Mass., 
if arrangements can be made for dates 
close to those for the International Claim 
Association, which has decided to hold 
its meeting at Swampscott Sept. 6-9. 
The other places proposed were Chicago 
and Philadelphia, but the Massachusetts 
location met with the greater favor. 

The applications for membership of 
the First Reinsurance of Hartford and 
the Business Men’s Protective and Na- 
tional Accident, both of Lincoln, Neb., 
were approved. 

The resignations of the Union of 
Wichita, Lincoln Casualty, Liberty of 
Dayton, Integrity Mutual, New York 
Safety Reserve Fund and Sick & Acci- 
dent Association of Toledo were ac- 
cepted. 

New Schedule of Dues Adepted 


Another important action taken by 
the executive committee was the recom- 
mendation of a new schedule of dues. 
Under the new plan, each active member 
is to pay an entrance fee and annual 
dues of $40. In addition, the executive 
committee is authorized to levy an as- 


Forrest Gives Interesting History 


A. E. Forrest, vice-president of the 
North American Accident of Chicago 
who was one of the leading figures in 
the accident and health business before 
the Detroit Conference was ever thought 
of, gave some especially interesting his- 
tory of the business and the various or- 
ganizations that have been in the field, 
in his address on “Accident and Health 
Insurance—Past and Future.” In ad- 
dition to the historical matter, which 
was enlivened by many personal touches 
he took up some of the interesting fea- 
tures of the business at the present 
day, including the noncancellable, news- 
paper policies and disability clauses in 
life insurance policies which are virtu- 
ally putting the life companies into the 
accident and health business. 





complishments in some detail and said 


SOME CHANGE IS SEEN 
AS TO THE NEW TABLE 





Most Western Company Officials 
However Stick to the American 
Experience 


—_——_—. 


SOME SHIFT IN OPINION 


Prominent Actuaries Declare That They 
See No Danger in the American 
Men Basis 


— 


The question has arisen as to whether 
there has been a change of sentiment 
among the younger and smaller com- 
panies toward the American Men table 
since the hearing before the special com- 
mittee appointed by the National Con- 
Insurance Commissioners 
appointed to consider all 
make recommendations. At these hear- 
ings the officials and actuaries of the 
smaller and medium sized companies 
were very outspoken in their opposition 
to the American Men table. 


vention of 
phases and 


Presentation Was Unfortunate 


All agree that the manner of present- 
ing the American Men table was unfor- 
tunate. The smaller companies got the 
idea that this was a plan which the large 
non-participating companies were en- 
deavoring to force down their throats. 
The impression got abroad that this 
movement was one to thwart the smaller 
companies. Word was bruited abroad 
that the big eastern companies had linea 
up for this table. 

Saw Business Competition 


While some of the inconsistencies of 
the American Experience table were 
acknowledged yet there was a very 
strong feeling that companies had been 
built up through the operation of this 
table and it would be unfortunate to 
make a change. The impression pre- 
vailed that the large non-participating 
companies were seeking by this means 
to lower their rates in order to com- 
pete with the mutuals. The constantly 
increasing dividends of the mutual com- 
panies decreased their net cost and the 
report prevailed that the big non-partic 
ipating companies were seeking a way 
to reduce their rates. 

Some Actuaries Change Front 

The western and southern officials 
felt that an effort was being made to 
stampede them and they stood very 
firmly for the American Experience 
table. For the most part there has been 
no change in sentiment at head offices 
among the smaller companies, although 
it can be stated that there has. been 
some marked change of opinion in the 
minds of some of the eminent actuaries 
of the west. Some officials have been 
on the defensive because of the fear that 
this table would inject into life insur- 
ance competitive conditions that were 
undesirable. The group insurance fight 
last year seemed to be a forerunner of 
unfortunate competitive strife in the 
regular insurance field. 

Recently the Aetna Life practically 
doubled its disability rates. This seemed 
to indicate that the actuarial influence 
at head offices is still the guiding one 
so far as premiums are concerned. 

Comment by Western Actuary 


One western actuary in commenting 
on the situation says: 

“The American Experience table is 
indeed glaringly defective and cannot be 
defended on scientific grounds and can- 
not much longer be defended as a prac- 
tical table to meet modern mortality 
conditions. As a matter of fact the big- 
gest handicap which the American Ex- 





H. L. Brandt, agency manager of the (CONTINUED ON PAGE 30) 





(CONTINUED ON NEXT PAGE) 
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KENDRICK RESIGNS AS 
COMMISSIONER IN IOWA. 


Also Tenders Resignation as Pres- | 
ident of National Convention 
of Commissioners 


WAS HIGHLY REGARDED) 

| 

Future Connection Not Yet Announced, | 
Though Believed He Will Make 

Company Connection 





W. R. C. Kendrick, Iowa commis- 
sioner of insurance, tendered his resig- 
nation to the governor last week, to 
take effect March 1. Mr. Kendrick is | 
president of the National Convention of 
Insurance Commissioners and mailed his 
resignation of that office to Thomas S. 
McMurray of Indiana, chairman of the 
executive committee. Mr. Kendrick has 


not fully decided as to what he will do 
in the future. He has received some at- 
tractive offers from Iowa insurance com- 
panies and those outside of the state. He 


} 





WwW. R,. C. KENDRICK 


will investigate these offers before decid- | 
ing what he will do. 

Mr. Kendrick was elected president of 
the National Convention of Insurance | 
Commissioners at its annual meeting last 
fail. He presided at the mid-year meet- | 
ing in Chicago in December. Mr. Ken- 
drick has been regarded as one of the 
outstanding insurance commissioners of 
the country, is a man of fine talents and 
training. In public office he has de- 
ported himself in a way that has won the 
confidence of all who have had relation- 
ships with him. 

Mr. Kendrick’s home was formerly at 
Keokuk, where he was an attorney and 
was prominent in the civic life of that 


NEW ACTUARIAL TABLE IS UP 
(CONT'D FROM PRECEDING PAGE) 





perience table places on the companies 
is on the preliminary term companies. 
We have already had to go over to the 
select and ultimate on some of our poli- 


cies. We did this two or three years 
ago because the rates on these new 
policies were below the net premium 


according to the Illinois standard. If 
the new table is not made permissive it 
will be a great blessings to the prelim- 
inary term companies if the recommen- 
dation of the committee of the Actuarial 
Society is adopted, namely, that there 
shall be no deficiency reserve so long as 
the gross premium is in excess of the | 
American Men Ultimate.” | 


ADAMS IS CANDIDATE 


ENTERS SENATORIAL LISTS 


Well Known Indianapolis Insurance 
Attorney Seeks to Succeed United 
States Senator Watson 


Claris Adams of the insurance law 
firm of Turner, Adams, Merrill & Locke 
of Indianapolis has made formal an- 
nouncement of his candidacy for the 
long term Republican nomination for 
| United States senator, against Senator 
James E. Watson. Mr. Adams _ wil! 
make an aggressive speaking campaign 
Some months ago Mr. Adams was mcn- 
tioned as the possible choice of the anti- 
Watson group. Mr. Adams declares 
that the Republicans in Indiana want a 
new deal. 

He is well known to insurance men 
as he has often appeared before insur- 
ance conventions. Mr. Adams is an 
orator of renown, a man of splendid 
personality and very popular. He was 
born in Mt. Carmel, Ill., Feb. 8, 1891. 
He entered Butler College in 1907 and 
in 1910 entered the Indiana law school 
graduating in 1912. In 1915 he was 
appointed chief deputy prosecutor of 
Marion county in Indianapolis. He 
served four years and in 1918 became 
candidate for the Republican nomination 








for prosecutor, was nominated and 
elected, serving until 1921. 
community. Mr. Kendrick served as as- 


| sistant attorney general for six years, 


handling the insurance matters that 
came before that office. He was ap- 
pointed insurance commissioner in 1923 

State Representative Ray A. Yenter 
of Iowa City has been appointed insur- 
ance commissioner to succeed Mr. 
Kendrick. He has served in the Iowa 
house for a number of terms and was 
chairman of the insurance committee. 
Mr. Yenter is a prominent attorney and 
has a large practice. He graduated at 
Valparaiso and the University of In- 
diana. He gained distinction during the 
war as captain of the 126th field artil- 
lery. Mr. Kendrick’s term would have 
expired July 1, 1927. 

For several months, Mr. Kendrick has 
been considering flattering offers from 
insurance companies, but was expected 
to finish out his term as commissioner 
before going into the company end of 
the business. Changing his mind, how- 
ever, he resigned and will leave Tuesday 
night to form a connection with one of 
the companies seeking his servic. It may 
be 30 days before a definite announce- 
ment as to the future of Mr. Kendrick’s 
pians will be made. 


Mr. Kendrick’s Career 


Mr. Kendrick was born in a Meth- 
odist parsonage at Malcolm, Ia., Sept. 
11, 1878, a son of the late Rev. A. V. 
Kendrick, civil war veteran and one of 
the most popular and prominent min- 
isters in the Iowa conference a genera- 
tion ago. 


Mr. Kendrick was educated at the 
Iowa Wesleyan University at Mount 
Pieasant, and at Ohio Wesleyan Uni- 


versity at Delaware, O. He received his 
legal education at the State University 
of Iowa and was admitted to the bar in 
1903. He entered upon the practice of 
law at Keokuk, where he remained until 
1917, when he accepted the appointment 
of assistant attorney general for Iowa, 
in which capacity he served six years, 


during which time he acted as counsel | 


for the state insurance department. 

Thomas S. McMurray, Jr., as chair- 
man of the executive committee of the 
convention, has issued a request to mem- 
bers of the committee that they vote on 
a new president to serve until the next 
annual meeting, which is in accordance 
with the constitution. He states that 
the balloting will close March 15 and he 
will then announce a successor to Mr. 
Kendrick. 








GENERAL AGENTS MEET 


HAVE AN EXCELLENT PROGRAM 


Massachusetts Mutual Life Represen- 
tatives Held Their Gathering at the 
Home Office This Week 


SPRINGFIELD, MASS., Mar. 4.— 
The General Agents Association of the 
Massachusetts Mutual Life held its an- 
nual meeting here this week starting 
Tuesday morning. The subject for the 
first session was “Is It Profitable to 
Expand,” the speakers being Frank T. 
McNally of Minneapolis, E. W. Hughes 
and James A. Walsh of Hartford. In 
the afternoon the subject was “Modern 
Methods and Expansion” there being 
discussed circularizing, novelty advertis- 
ing, brokerage, proper assistants to gen- 
eral agents, securing new men. The 
speakers were C. O. Fischer, of Peoria, 
Ill, John W. Yates of Detroit and 
Norris H. Bokum of Chicago. At the 
first session Wednesday the subject was 
“Conservation of Business and of 
Agents.” The speakers were Harry N. 
Haven, W: E. Dow and Carl LeBuhn 
of Davenport. 

Associate Actuary Alexander T. Mac- 
Lean, spoke at the last session giving 
several facts pertaining to the company. 

Some of the best managerial talent in 
the United States was represented in 
the attendance of some 60 general 
agents from every part of the country. 
The program had to do purely with 
agency problems and was presided over 
by Warren T. Flynn of St. Louis, pres- 
ident of the association. President W. 
W. McClench presided as toastmaster at 
the banquet Tuesday night. Wednesday 
afternoon the general agents went for 
a tour of inspection of the new home 
office building being erected and which 
is expected will be occupied next year. 


COMPANIES STEADY MARKET 


Insurance Demand for Investment Holds 
Bonds Up Despite Uncertainty 
Regarding Stocks 


NEW YORK, Mar. 3.—The strength 
of bon® issues in spite of the current 
weakness of stocks is largely accounted 
for by the fact that there is a great 
demand for them on the part of banks 
and insurance companies, according to 
George E. Roberts, vice-president of the 
National City Bank. “In face of the 
liquidation in the stock market and of 
slight hardening in money rates during 
the latter part of the month the bond 
market during February maintained its 
upward course and the higher grade is- 
sues in practically all groups were in 
active demand. 

“While current stock market 
tainty may possibly lead to a slight 
temporary reaction in bond prices, the 
general investment outlook apparently 
continues favorable and at present ap- 
pears to be such that the long trend 
of the averages will continue to be up- 
ward. The buying demand from banks, 
insurance companies and other invest- 
ing corporations, which are enjoying 
unusual prosperity, is one of the im- 
portant factors holding bond prices at 
their present levels.” 


uncer- 





Privilege for Full Time Men 


George A. Martin, agency assistant of 
the Travelers, announces that the privi- 
lege of writing life insurance on the 
non-medical plan in the New York ter- 
ritory, will be confined to exclusive con- 
tract agents and brokers who give the 
company first choice of their life busi- 
ness. Agents and brokers not included 
in these classes may be recommended 
under certain conditions. The privilege 
will not be granted to contract agents of 
other companies. 





BAD FAITH CHARGED 
BY DARWIN KINGSLEY 





President of New York Life Com. 
ments on Scheme of Russian 
Government 





FACTS ARE PRESENTED 





Declares That the Authorities Are Try. 
ing to Collect Money Which They 
Appropriated 





NEW YORK, Mar. 4.—As reported 
in a recent issue, the Russian soviet goy- 
ernment has filed suit against American 
insurance companies through Charles 
Recht, legal representative of the soviet 
government in New York, on behalf of 
the Credit Bureau, a department of the 
soviet government. 

Ostensibly, the purpose of these suits 
is to recover on insurance policies issued 
in Russia prior to the revolution. But 
the real purpose is to force recognition 
of the soviet government by the United 


States. 
Comment by Kingsley 


Commenting upon the alleged inac- 
curacies in a recent “Associated Press” 
dispatch from Leningrad stating that 
American insurance policies to the 
amount of $130,000,000 had already been 
presented to the Credit Bureau for col- 
lection, Darwin P. Kingsley, president 
of the New York Life, declared that all 
the American companies together never 
had at any time $130,000,000 of insur- 
ance in force in Russia. 


No Concessions Granted 


“The American companies, so far as 
we know,” he said, “have not granted 
any concessions regarding the validity 
and collectibility of these claims—at 
least this company has not, and it had 
more business in Russia than any other 
American company at the time the 
soviet government took it over. 

“This company has not considered a 
‘six-year period of civil strife, interven- 
tion and blockade’ as a ‘dead period.’ 
Neither have we consented to have New 
York the venue of proceedings instead 
of Moscow. 


Government Connection Obvious 


“The dispatch, of course, does not 
make clear what the State Credit Bureau 
is. It is an organization formed under 
the patronage of the soviet government 
for the purpose of collecting from the 
American companies the very money 
which the government itself forcibly 
took over when it took possession of the 
business of life insurance. The soviet 
government is now trying to disclaim 
any connection with the bureau, but the 
connection is too obvious. 


Facts Are Given 


“In addition to this, the soviet gov- 
ernmert under the original arrangement 
was to have a very large commission on 
all moneys collected, and, I belie 
exempt all such moneys from taxation. 
The whole thing together constitutes a 
monstrous picture of bad faith and dis 


honor. Briefly stated, the facts ar 
these: 

“The soviet government, without 
notice and without a hearing, seized ail 


our property in Russia, turning out our 
employes, declaring life insurance a gov- 
ernment monopoly, and later on, as we 
are informed, repudiating the contracts 
Now, through this Credit Bureau, it is 
inspiring the policyholders to bring 
action, and a good many of them have, 
to collect the money which the govern- 
ment itself appropriated for its own 
uses. 
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ROYAL UNION LIFE BUILDING—HOME OFFICE 
Seventh Street at Grand Avenue 


FINANCIAL STATEMENT 
As of December 31, 1925 


ADMITTED ASSETS LIABILITIES 
, pee Policy Reserves ...cccccoccccccecccsccccscccccecs $18,650,149.62 
Real Estate, Including Home Office Building....... $ 1,189,060.89 Supplemental Contracts ........eseeeeeeeeeeeeeecs 230,672.34 
NOD DMG 6 nic cncnenuncenedbaaneenee 11,855,344.04 Total Policy Claims awaiting proofs.............. 126,318.50 
I ea dios ccesieanawss enkunenenaé 3,247,642.11 Coupons and Dividends left with Company to ac- 
Premiums Motes oocnoccoccccccceccececcccos 119,982.60 : cumulate at imterest.....-.+seeeeeeeseeeeeeees 1,110,770.51 
a ee ee eee repaid premiums and interest..........seeeeeeees 83,518.29 
Bonds «2... eeeee cece eee eee eee eee cece eee eeeees 3,431,097.11 es ae ee nen 86, oan 00 
Cs Ot Ce RON TORN, no ncc ce doneeacenneenaée 145,286.47 Reserved for Dividends to Policyholders.......... 154,525.51 
i re ee BO, oc aninncdeendegs eennes 865,519.70 Special and other Reserves.........eeeeeeeeeeeees 342,497 27 
Due from other companies for losses and claims All other L dabiities... . ccccccscccccccccesecssceses 57,689.08 
a as ann eee aaee 4,944.00 a a cceccccecsesecsiocsceccsoecesoes — 4 
re oe . a nen a ene eee eee ebaseeee es Ie ) ( 
Net due and deferred premiums..............++.- 483,666.29 Sesnioen as to Policyholders.....ccccccccecesesesece 500,000.00 


$21,342,541.12 


$21,342,541.12 





GAINS MADE IN 1925 


Net gain in Insurance in Force for Year........... $30,250,473.00 Net Gain Government and Municipal Bonds owned 

t “a . P , by Company 1,988,001.80 

Ne in Admitted Assets for Year............-. 4,281,194.08 . PR eg SER OLN Bhd tl dials? alate bab beth ds un en a 
et Gain in 1 As ; Net Gain First Farm Mortgages owned by Company 1,024,543.33 

Net Gain in Policy Reserves for Year............. 3,837,183.70 Net Gain in Number of Policies for Year.......... 17,603 


ROYAL UNION LIFE 
INSURANCE COMPANY 


TUCKER, President 


Home Office—Royal Union Life Bldg. DES MOINES, IOWA 


Total Paid to Policyholderé C066... occccccccccecccscccsesvess $ 21,000,000.00 
Insurance in Force as of Dec. 31, 1925...ccsccecsceccccececes '148,281,904.00 


This statement represents a revision of our previously published statement to include 














lr 
the business of the Medical Life Insurance Company of Waterloo, Iowa, which com- E 
| pany was reinsured by the Royal Union Life Insurance Company after December 31, 








| pa 
|1925, but as of that date. The statement as Insurance herewith is our official | 





| financial statement as anead with the various State Insurance Departments. | 
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INDIANAPOLIS AGENTS 
HAVE UNUSUAL PROGRAM 





Visitors from Family Welfare 
Organization Give Insurance 
Arguments 


APPEALING CASES CITED 


Show How Even a Small Monthly In- 
come for Family Would Have 
Averted Disaster 





INDIANAPOLIS, Mar. 4—A novei 
meeting was held by the Indianapolis 
Association of Life Underwriters last 
Thursday when a half dozen visitors of 
the local Family Welfare organization 
were present and gave actual instances 
that had come to their attention where 
small but dependable monthly incomes 
would have kept families together or 
prevented tragic consequences. The 
program was under the direction of 
Mansur B. Oakes, chairman of the pro- 
gram committee. 

Has Had Wide Experience 


Miss Rhoda Welding, general secre- 
tary of the Family Welfare organiza- 
tion, introduced the visitors and in her 
preliminary remarks stated that there 
are many families in all cities for whom 
the weekly pay check is the only thing 
that stands between them and black dis- 
aster. Her organization visits an aver- 
age of 751 families a month. The most 
pathetic recipients of help from the or- 
ganization are old people who have no 
means of support or income and of these 
the old men are even more to be pitied 
than the women, she said. A large pro- 
portion of their work is among such old 
people who, with even a little income 
that would be sure, could be independ- 
ent and happy. 

Fewer Policies Badly Selected 


She said that she could speak for and 
against life insurance, as their workers 
not infrequently ran into cases where 
insurance had been loaded onto families 
without meeting the conditions, appar- 
ently sold with the idea of getting a 
commission. She said that such cases 
are becoming less frequent and she be- 
lieves the standards of insurance sales- 
men among the poor are improving 
steadily. She said that she believed the 
life insurance companies would do well 
to get out books on life insurance in the 
form of primers that anyone could un- 
derstand and have them distributed 
among the poorer classes. 


Told Specific Cases 


Each of the workers introduced gave 
specific instances of families where a 
monthly income would have helped and 
they represented work among Protest- 
ants, Catholics and Jews. In a number 
of instances the death of the father pre- 
cipitated the calamity for the family and 
in several cases it would have been pos- 
sible for the wage-earner to have bought 
at least a modest monthly income pol- 
icy and, in every instance, had there 
been from $10 to $40 a month coming iu 
on which to depend, the calamity would 
have been averted and the family could 
have gotten along without appealing to 
charity. 

Some half dozen members of the 
association then gave cases where in- 
come life insurance policies had saved 
families. Mr. Oakes, however, first 
gave an instance wherein the daughter 
of a former Indiana capitalist, worth 
250,000, has been reduced to poverty 
in about eight years. She is now a 
widow, tubercular, with two small boys 
and is living in a room with a drygoods 
box for a table, one chair and one bed. 

Isaac Pinkus, of the Northwestern 


‘sissippi, Georgia, Iowa, Nebraska and 





Mutual, told of one policyholder with 
$75,000 insurance for whom they sought 
to arrange a monthly income plan tor 
his wife, but this was put off. He died 
and left the insurance and about $100,- 
000 non-dividend paying stock in the 
company with which he was connected. 
Already the wife is beginning to make 
investments that are not altogether safe. 

H.. E. Calland of the Guardian Life 
told of a case where a young man had 
built up life insurance holdings whick 
now pay him $2,500 a year, while he is 
probably permanently disabled through 
tuberculosis for which he had to move 
to Arizona. He also has some stock in 
the concern by which he was employed 
and this with the life insurance income 
assures him and his family a comfortable 
living while he is trying to’ win back 
health. 


Insurance Is Only Income 


Robert Hall, of the Aetna Life, told 
of a man, age 50, with a wife, 45, a 
son, 23, and a daughter, 20, still in 
college, who was shrewd in business 
and had made a fortune of about $300,- 
000 which was well invested. His 
income ran between $30,000 and $60,000 
a year. He died, his wife let the son 
run the business with the result that 
the $300,000 was all lost in a few years 
through mismanagement. The widow 
had to give up her fine home, move into 
a modest bungalow on a side street and 
now a monthly income of $150 from a 
life insurance policy, once despised by 
her, is her sole support, but she is sure 
of this and is comfortable. 


Lost Dividend Invested 


Joel L. Traylor, of the John Hancock 
Mutual, told of a man at age 57, who 
took out a small policy for his wife, 
age 42. He died and left her $2,500 in 
property and $25 monthly income from 
life insurance from which she _ has 
already received $3,600. A cash divi- 
dend on the life insurance of a little 
over $100, which she received at the 
time of her husband’s death, she gave 
to an intimate friend to invest for her 
and this was lost. The rest of her in- 
surance would likely have gone the same 
way had it been lump sum. 

Guy Ramsdell, of the Mutual Life of 
New York, told of a widow who, with 
$40 monthly income life insurance to 
help, had, in ten years, given her two 
children high school educations and 
now sees her children well established 
while she will continue to have the $40 
a month as long as she lives. 


No School This Year 


President Fred Dickerman of the In- 
dianapolis association’ announced that 
the Rockwell School will not come to 
Indianapolis next June and July as had 
been expected and previously announced 
as it was finally decided that the asso- 
ciation just now has so full a program 
that it would not be advisable to assume 
the further burden of the school. Some 
of the members, too, objected to having 
the school held in the hot summer 
months. 

The Indianapolis association has ar- 
ranged to put on the playlet, “The Heart 
of the Estate,” before various women’s 
organizations in Indianapolis, the first 
presentation being given recently. 








Celebrates Policyholders’ Month 


Throughout March, — policyholders’ 
month, the Pacific Mutual Life will con- 
sider nonmedical applications up _ to 
$10,000 for standard male risks and 
$5,000 for standard female risks with a 
corresponding increase in limit for per- 
manent total disability, accident and 
sickness disability and accidental total 
loss benefits, from present life or non- 
cancellable policyholders who have been 
examined and accepted within two years. 
This privilege cannot be extended to 
policyholders in Arizona, Idaho, Mis- 


Washington because of legal require- 
ments in those states, nor for more than 
$2,000 in Oklahoma and North Carolina. 





HAS CHARGE OF FARM 
REORGANIZATION WORK 


H. W. Ninde Is Successful in 
Restoring Value After 
Foreclosure 





FINDS BUSINESS PAYING 





Company Endeavors to Improve Con- 
dition of Property in Order to Se- 
cure Ultimate Satisfactory Sale 





H. W. Ninde occupies an unusual 
position in the field of life insurance. 
He is the field agent or representative of 
the Lincoln National Life, having charge 
of more than 50 farms that it has had 
to take over during the last few years 
in settlement of mortgage claims. These 
are all located in the central west. It 
is not the intention of the company to 
remain in the ownership of these places. 


Farm Is Run Down 


In most cases where a farmer has 
determined not to make some arrange- 
ment for continuing as owner of a farm 
that is mortgaged, he hires a lawyer who 
exercises his ingenuity to keep the 
farmer in possession as long as the law’s 
delays will permit. This can be stretched 
as far as four or five years in some ot 
the western states. The result is that 
when the insurance company, if it be the 
holder of the mortgage, gets possession, 
the farm is in a run-down condition, 

Large Investment Needed 


The first step taken is to put the farms 
back on a productive basis. This calls 
for the investment often of a consid- 
erable sum of money. Mr. Ninde is a 
man of wide experience in handling 
farming propositions, and in the past 
few years he has had many miles of 
hog-tight fencing built, buildings put in 
shape, besides draining many hundreds 
of acres and spreading fertilizer by the 
dozens of tons. The company proposes 
to put the farms on a going basis before 
it offers them for sale, and for this 
reason they will be treated and improved 
by the expenditure of large sums. What 
the results will be when it comes to dis- 
posing of the farms are yet to be ascer- 
tained. 

Good Returns Secured 


On those farms where the improve- 
ments have been completed the returns 
have been in the shape of 12 and 15 
per cent dividends on the invested cap- 
ital. Several of these have been doing 
this for three years. Hired labor en- 
tirely is used. Where exceptionally 
good men have been available, the com- 
pany has made contracts or partnership 
agreements that give the operators a 
share in the profits. As this involves a 
share also in any losses, Mr. Ninde finds 
that the man who is willing to assume 
part of the risk is the right sort of mar 
to have on the job. More of these farms 
will be put on this basis as the men 
are found to run them. 


Is a Paying Business 


Mr. Ninde says that operating a farm 
is a paying business in spite of the 
propaganda to the contrary that has 
been carried on for the last six months. 
Farms are as good an investment today 
as they ever were, and good manage- 
ment will produce good results. Too 
much automobile riding and too many 
vacations from work are two of the rea 
sons for discontent and poor returns, he 
says. The men whose farms the com- 
pany had to take over, without excep- 
tion, were the kind of men Mr. Ninde 
would not under any circumstance put 
in charge of a farm as a manager. 

As part of his plan of building up 





the farms Mr. Ninde is sowing much oj 
the land with soy beans, alfalfa and 
clover, which puts nitrogen into the sojj 
and returns what overcropping and bad 
crop rotation have taken out of the sojj. 
Cattle feeding is carried on a liberal 
scale, and many hundreds of hogs are 
fed. These are profit producing either 
as soil builders or in the market pens 
Because of muddy conditions in Indiana 
and Illinois, where some of the farms 
are located, Mr. Ninde has to do feeding 
under sheds, but plans to get away from 
this by covering his feed lots with 
crushed rock. 


RBCEIVERSHIP’S CASE IS UP 








Arguments Heard in Illinois Bankers 
Life Litigation, Though Injunction 
Is Still Pending 


SPRINGFIELD, ILL., Mar. 3.—For 
the second time in two months, Judge 
Louis FitzHenry yesterday heard ar- 
guments on a motion for appointment 
of a receiver for the Illinois Bankers’ 
Life Association of Monmouth, Ill. It 
had been expected there would be no 
further action in the federal courts until 
the U. S. circuit court of appeals had 
passed upon a previous injunction is- 
sued by Judge FitzHenry restraining di- 
rectors of the company from holding a 
meeting of stockholders at which a pro- 
posed reinsurance contract was to be 
voted on. 

Counsel for policyholders appeared 
last week with motion to obtain a com- 
plete list of policyholders from the com- 
pany books. This was sought for the 
purpose of circularizing them relative 
to the re-insurance contract. Counsel 
for the company successfully opposed 
this motion and immediately Clark B. 
Montgomery, Chicago, representing E. 
D. Norton and Elizabeth Norton, inter- 
vening petitioners in the first suit, filed 
a new motion for appointment of a re- 
ceiver. No specific ground for the pe- 
tition was set forth, the arguments cov- 
ering in a general way the ones ad- 
vanced at the earlier case. Jurisdiction 
of the court was bais of the appeal in 
the previous case and has been advanced 
in this hearing, attorneys arguing the 
question again. 

Litigation involving the company be- 
gan last December when the five direc- 
tors organized a new company, the IIli- 
nois Bankers’ Life Assurance, which 
won tentative approval of the state in- 
surance department, and drafted a re- 
insurance contract whereby policies and 
assets of the eld company were to be 
taken over by the new legal reserve com- 
pany. Policyholders of Illinois, Indiana, 
Michigan and Missouri joined in oppo- 
sition to fulfillment of the new organiza- 
tion incorporation, charging that direc- 
tors would be greatly benefitted by the 
reorganization but that the policyholders 
would suffer. 


Tucker Denies Report 


President Tucker of the Royal Union 
Life of Des Moines, Iowa, says that 
the statement that former Commissioner 
Kendrick of the Iowa insurance depart- 
ment is to be “connected in an official 
capacity” with his company is news to 
all concerned. Mr. Tucker says that 
the Royal Union certainly has a place 
for any man of Mr. Kendrick’s force 
and ability but that no advices of his 
having decided to cast his fortunes with 
the Royal Union has yet come to that 
company. 





Merchants Life Agency Contest 


The Merchants Life of Des Moine- 
will conduct a unique agency contest 
during March and April which is ope" 
to its junior agents only. Applications 
received during these months will be 
weighed and the winner will receive four 
$5 gold pieces, with lesser prizes to 
those close behind. “Weighed in the 
balance,” these applications will show 
that the contestants are “not found 
wanting” in the good will and appr« 
ciation of their home office officials. 
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DOCTORS FACE WEIGHTY 
QUESTION OF REDUCING 


Discuss Advisability of Diet and 
Reducing by Other Popular 
Methods 


NO CONCLUSIVE STUDIES 


Condemn Starvation, Rolling Machines, 
Over-Exercise, Going Without 
Water and Use of Drugs 


NEW YORK, March 4.—Whether 
women should reduce and how to do it 
safely and in the interests of good 
health were questions discussed here re- 
cently at a gathering of physicians, die- 
ticians and statisticians at the New York 
Academy of Medicine, under the direc- 
tion of the American Medical Associa- 
tion. The- meeting was called at the 
request of Mrs. W. B. Meloney, editor 
of the “Delineator,” to secure age, 
weight and height tables to guide women 
in determining at what weight they 
would be healthiest, and possibly to sug- 
gest the best means of reducing. 


Little Actual Knowledge 


The doctors admitted they knew very 
little about the relationship between 
health and weight, as no conclusive stud- 
ies of it have yet been made, but all 
agreed that without careful supervision, 
drastic reducing methods, either by 
drugs, diet or massage, are often very 
dangerous. Dr. H. H. Fellows of Cor- 
nell University declared that reducing 
causes many cases of chronic anemia 
due to deficient or improper diets. “Per- 





haps the most pernicious result,” he said, 
“is the effect on the mentality. The 
mental output of a half-starved man or 
woman is one of the first things to be 
reduced by these miserable diets on 
which they try to feed themselves.” 
Many uninformed persons do great harm 
to themselves when they eliminate all 
vitamins from their diet by the disuse 
of cream, butter and other foods. 


Are Injurious to Women 


Dr. Harlow Brooks, consulting physi- 
cian to several hospitals, declared that 
the use of rolling machines, over-exer- 
cise, starvation diets, going without 
water, use of thyroid and iodine, and 
smoking to excess were all injurious to 
women, frequently resulting in sterility. 

“There are two types of people,” he 
said, “who take up weight reduction. 
Most of 


who are in their forties or fifties. Men 
take up weight reduction with the idea 
of greater physical and business effi- 
ciency. The harm which 


themselves is very great. Almost with- 


out exception they are in the hands of | 


physical trainers, retired or reformed 
prizefighters. 
heart dilation, kidney break and all sorts 
of physical disasters are resulting among 
these men because of their going not 


to their doctors but to physical trainers.” 
Praises Worthy Ambition 


Girls who try to reduce to attain an 
ideal of beauty were praised by Dr. L. 
F. Barker, emeritus professor of medi- 
cine at John Hopkins University, 
said they were to be admired because 
they desired social approval and exhib- 


ited a willingness to curb their appetites | 
for food and candy and other fattening | 


things for the sake of an ideal. 
Excessive overweight is something to 
be fought, in the opinion of many speak- 
ers, who declared that fat people are 
more prone to diabetes and _ heart 
changes, but it is difficult to determine 
who is overweight and who isn’t. 
Heredity, race and individual character- 


them are young women (or | 
women who wish to be young) and men | 


they do to} 


A great many instances of | 


who | 


istics are factors that enter the problem. 
Because of these variations, life insur- 


sons who are normally healthy and yet 
somewhat underweight or overweight. 
Asks for Public Warning 


Mrs. Meloney said that the 
that come to her magazine show that 
some methods of reducing that have 
been followed have led to serious dis- 
orders and diseases and that she felt the 
experts at the meeting should begin re- 
search to discover a proper scale of 
weight for women and also 
warning against the dangers of over- 
weight and underweight. She asked that 
a committee be appointed to do this 
work, 


letters 








Case Involving Riders 

When Attached Rider to Policy Be- 
comes Effective—Two policies were is- 
sued to plaintiff W., payable on his 
death to his wife, dated June 1 and Oct. 
29, 1915, respectively. To each policy 
were attached riders, forming part 
| thereof, providing, upon certain contin- 
| gencies, for double indemnity and total 
| disability. Each policy contained a 
| clause declaring that upon payment of 
premiums it would be incontestable after 
it had been renewed beyond the first 
| year. Upon insured’s application, the in- 
| surance company on July 14, 1921, is- 
| sued substitute riders tor double indem- 
|nity, total disability and premium 
| waiver, 

land not the date on which they were 
| attached. Plaintiff became totally blind, 
| which the company, among other things, 
| 
] 
| 


claimed antedated the making of the rid- | 


ers. Held that plaintiff was entitled to 
recover. The rider, or supplemental 
contract, was subject to the incontesta- 
ble clause of the policy and by express 
agreement became effective from the 
date appearing therein and not from the 
date on which it was actually attached 
to the policy. Wainboldt vs. Reserve 
Loan Life. Sup. Ct. North Carolina. 
| Decided Jan. 27. 


ance companies allow a wide divergence | 
from the average weight to admit per- | 


bearing the date of the policies | 


“LITTLE GEM CHART” 

| IS SYMBOL OF GENIUS 

| cme Enterprise Alone Could 

| Produce This Publication in 
Such Short Order 


/'DEMAND GROWS RAPIDLY 


sound a | 


Compilation and Publication Details of 
Leading Vest Pocket Reference 
Book Given 





To those who are in active touch with 
publication, sales and 
distribution of the “Little Gem Life 
| Chart,” the vest pocket reference book 
which THe NATIONAL UNDERWRITER puts 
on the market each year, facts and statis- 
| tics are far from the dry study the ordi- 
| nary individual might imagine. Getting 
out this book is more like an exciting 
game in which the rules are very strict 


the compilation, 


and the demands are unusually exacting. 
Complete Data Essential 


Every student of life insurance—and 
the professional attitude of the present 
day underwriter is making it imperative 
for every agent to have a complete 
knowledge of insurance itself and the 
ways in which the companies meet the 
demands of the public—insists upon hav- 
ing not only complete data on every 
company operating in the country, espe- 
cially those having large volumes of in- 
surance in force, but he also demands 
that the available data be presented in 
such form that he can use it. In other 
words, it is not enough simply to collect 


'a miscellaneous assortment of informa- 














A Service that PRODUCES 


DURING MARCH AND APRIL the Service Bureau of the 
Union Central will distribute Fifty Thousand leads to its 


Representatives from coast to coast. 


will form the greater 


past. 


PROSPECTIVE CLIENTS who are receptive in attitude and 


who have expressed interest in. Union Central protection 


part of this list. 


Here is a service to our field men which has yielded immediate, tangible, profitable returns in the 
The future promises even greater returns. 


The Union Central Life Insurance Co. 


Cincinnati, Ohio 


More Than One Billion 215 Millions of Insurance in Force 
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tion. It must be digested and presented 
in a way that will make it absolutely 
usable. Furthermore, it must be concise 
and yet it must be of such a character 
that he can use the data with the intelli- 
gent insurance buyer. The agent knows 
that there are a very great many insured 
-——men who are almost as well informed 
on life insurance matters as the average 
agent and that he can depend upon such 
men to assist him in arranging for life 
insurance. 


Months in Preparation 


For months before a “Little Gem Life 
Chart” is actually issued, its editors are 
collecting information, are analyzing 
policy contracts, are watching for 
changes in dividend rates, in premium 
rates, in settlement options, in disability 
clauses and, in short, are assembling a 
great fund of knowledge which is to be 
boiled down and presented in the book 
itself. With the coming of the first of 
the year, the activities of the editors in- 
crease and reach an almost feverish point 
in February and March. At this time of 
year, the detailed reports of the com- 
panies for the preceding year are made 
available. These reports are those given 
to the insurance departments of the va- 
rious states and they must be accurate 
and voluminous in their character. 
Obviously it is impossible for the of- 
ficials of insurance companies to get 
their completed statements in form with- 
out seme little time to check over and 
adjust the figures for the preceding year. 
The state departments therefore give the 
insurance companies a certain amount of 
time in which to get the reports in. This 
date is set at March 15, which in a sense 
becomes the dead line at which all official 
~~ must be “present or accounted 
or.” 

Deadline Is March 15 


The editors of the “Little Gem” also 
regard this data as their “dead line” and 
every plan is made to the end that all 
compilation work shall have been fin- 
ished by that time. 





Their activities now | 
change from that of statisticians and | 


compilers to manufacturers. The presses 
start and devour great rolls of paper, 
turning them into millions of small 
sheets, each setting forth a message for 
the life insurance men of the field. These 
sheets are rapidly grouped together and 
are bound into tends of thousands of lit- 
tle red books bearing upon their front 
in gold letters the inscription “The Little 
Gem Life Chart 1926.” April 1 is set 
as the day upon which these books are 
first offered to the life insurance men of 
the country. With the close of that first 
day of April, 2,000 books will be on 
their way to life insurance underwriters 
scattered throughout the length of the 
country, and every day succeeding wil! 
find another 2,000 books dispatched upon 
their way. 

The “Little Gem Life Chart” and its 
production is truly a symbol of American 
enterprise and inventive genius. It is 
quite improbable that any other country 
in the world could turn out such a prod- 
uct within three months of the time 
that the initial partial reports of the life 
companies are given to the American 
people. Special machines have had to be 
developed to make such a great feat pos- 
sible and only years of study would re- 
sult in such complete publications under 
such circumstances. 


Initial Shipments April 1 


Even the question of shipments has 
been given detailed study with the espe- 
cial objective of having every copy pub- 
lished delivered to the postoffice or to the 
express company within twelve hours of 
the time it is received from the last 
operation of manufacture. An object 
lesson in efficiency not to be forgotten is 
to watch the trained shipping clerks dis- 
pose of great stacks of “Little Gems.” 
They literally melt away like a great 
snow bank before a warm spring sun | 
and almost before one can realize what 
has happened, stack upon stack of books 
has been put up into smaller packages 
ready for delivery in every point of the 
country. 





Though they are unconscious of it, the 


life underwriters of the United States 
have had a paramount part in making 
possible such great achievement as is de- 
scribed in this story of the “Little Gem 
Life Chart.” It has not been so many 
years since this book almost had to fight 
for favor, but with each spring and each 
new edition there has been a marked in- 
crease in sale. Indeed, there has scarcely 
been a year in which there has not been 
an actual shortage of “Little Gems.” 
This is all the more remarkable in that 
the publishers themselves have never 
forced the market, having been content 
with what they considered a normal in- 
crease each year. It was not until 1924 
that the publishers felt that the demand 
for the book warranted more than a 
nominal increase in the number of books. 
In that year they put out about one-third 
more books than they had ever published 
before, but the edition was sold out be- 
fore its manufacture had been completed 
and it became apparent that an increase 
of 50 percent would not have been suf- 
ficient to have filled the demand. In 
1925, over 10,000 more customers secured 
their copies than had done so in 1924 and 
1926 promises to prove to be a continu- 
ation of this increasing demand. 


Companion to Rate Book 


The most pleasing aspect of this start- 
ling growth has been the fact that it 
has been due to the demand of the men 
in the field who are actually soliciting 
business. They have found that the 
“Little Gem Life Chart” is the book 
that they can use best, and their volun- 
tary adoption of it as the companion 
publication to their company’s rate boox 
means more than the outcome of un- 
called-for high pressure salesmanship 
methods in putting it on the market. The 
plain statement of what the book con- 


tains and the unconscious comparison of | 
| be compulsory. 


its contents with those of other similar 
books which is going on all the time 


leave the “Little Gem” supreme in its | 
7 The editors have been successful | which is the true reason for the success 


field. 
in giving the life insurance salesman 
what he can use to his best advantage, 
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CELEBRATES A BIG DAY 


WESTERN & SOUTHERN RALLy 





Cincinnati Company Had a Special 
Gathering of Its Officials and Em- 
ployes for the Occasion 





CINCINNATI, Mar. 4.—Thursday, 
Feb. 25 was the 38th birthday of the 
Western & Southern Life. A_ great 
crowd of 500 officers, employes and 
friends gathered in the home office avu- 
ditorium to celebrate the day. 

President W. J. Williams delivered 
the address. He told of the company’s 
progress since 1888, of the inspiring rec- 
ord it had made and of its plans for 
greater achievements in coming years. 

The guests were entertained by a 
musical and vocal program followed by 
dancing. The past two weeks had been 
termed the “Anniversary Effort” and the 
company’s field force signally distin- 
guished itself by the number of appli- 
cations and the volume of business pro- 
duced. 


For Compulsory Life Insurance 


Prof. S. S. Huebner of the University 
of Pennsylvania, eminent insurance au- 
thority, believes the state should super- 
vise the sale of life insurance, which in 
the not distant future he predicts will 
be compulsory. It is declared that finan- 
cial responsibility ends at death, according 
to the law, but in the case of a mar- 
ried man with a family that responsibil- 
ity continues until his children are 
reared. Thus Dr. Huebner believes life 
insurance to a minimum extent should 











with which this book has met and is 
continuing to acquire. 


What the 63rd Annual Statement Shows 


Assets of $368,818,073. 

Policyholder’s reserve (Massachusetts standard) of $316,383,808. 

Other liabilities $21,922,459, including policyholders’ dividends of 
$11,250,000 payable in 1926. 


Surplus Assets $30,511,805; 9.6 per cent of the general policy 


reserve. 


The John Hancock Mutual writes all forms of Life, Endowment 
and Term policies for Business and Personal Protection, Joint Life con- 





tracts, Total Disability and Double Indemnity, all the new forms of 
Group, Wholesale and Payroll Deduction, as well as Annuity contracts 
in various forms. 

Our organization 1s prepared to arrange life insurance protection to 
meet any need and specializes in the requirements of particular conditions 
and inheritance taxes. 
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ACTIVITY IN DALLAS 





BECOMING INSURANCE CENTER 


Ranks Fifth in Country, with Twenty- 
four Home Offices There 
Now 


DALLAS, March 3.—That insurance 
companies having home offices in Dal- 
las have been doing “pretty well” dur- 
ing the past few years and are “setting 
purty” for the future, is indicated by fig- 
ures showing the amount of insurance 
these companies have in force and the 
amount of their assets and _ capital 
stocks. 

Dallas Is Insurance Center 


According to most recent tabulations 
there are 24 insurance companies whos« 
home offices are located in Dallas, and 
there are two or three underwriting con- 
cerns in course of organization at 
present. 

Life insurance companies having their 
home offices in Dallas have a total o! 
more than $500,000,000 insurance in 
force according to estimate on the first 
of March. 

What amount of insurance in force 
fire and casualty companies had was not 
available but it will run into many mil- 
lions of dollars. 

Ranks Fifth in Country 


These figures, added to those repre- 
senting companies who have state head- 
quarters or general offices and sundry 
agents here, spell the reason why Dal 
las ranks fifth in the insurance centers 
of the nation. 

The following shows the underwriting 
concerns having home offices in Dallas 
with capital stocks, insurance in force 
and assets: 

Life Companies 


American Life Reinsurance: Capital 
stock, $125,000; insurance in force, ap- 
proximately $50,000,000. 

Great Southern Life: 
$600,000; insurance in 
mately $150,000,000. 

Southland Life: 
000; insurance in 
$100,000,000. 


Capital stock 
force, approxi- 


Capital stock $400,- 
force, approximately 


Southwestern Life: Capital stock 
$1,000,000; insurance in force, approxi- 
mately $170,000,000. 

United Fidelity Life: Capital stock 
$200,000; insurance in force, approxi- 
mately $28,000,000. 

Texas Mutual Life: No capital; in- 


surance in force, approximately $1,000,- 
000 

United Mutual Life: No capital stock; 
insurance in force, approximately $720,- 
000. 

Praetorians (national headquarters): 
Assets, approximately $5,000,000. 

Harvester Life: Capital stock $125.- 
000; surplus, like amount; charter just 
issued. Capital stock and surplus will 
be doubled shortly. 

Two other old line stock life insur- 
ance companies in process of organiza- 
tion. Capital stock of each will be 
$250,000. 

Fire Companies 


Republic Fire: Capital stock, $1,000,- 
000; assets approximately $5,000,000. 


_ Fidelity Union Fire: Capital stock 
$500,000; assets approximately $1,000,- 
000. 


Commercial Standard: Capital stock 
$200,000; assets approximately $275,000. 

Industrial Fire: Capital stock $250,- 
000; assets approximately $300,000. 

Trinity Fire: Capital stock $1,000,- 
000: operating but few weeks. 

Gulf Fire: Capital stock $750,000; op- 
erating but few weeks. 

Union Fire: Assets 
$200,000. 


approximately 


Casualty Companies 
Fidelity Union 
stock $500,000; 
$1,000,000, 


Casualty: Capital 
assets approximately 





KANSAS CASE. “ARGUED || 


SEEK FORFEITURE JUDGMENT | | 


Companies Are Interested in Friendly | 


Suit Filed Against Superintendent 
Baker to Test Ruling 


TOPEKA, KANS., Mar. 4—The suit 
of the Bank Savings Life of Topeka 
against William R. Baker, superintend- 
ent of insurance, to determine the ap- 
plication of the Kansas forfeiture statute 
was argued before the supreme court 
last week. The suit is a friendly suit 
to get a court ruling on the law enacted 
by the 1925 legislature so that there may 
be uniform action by all the companies 
doing business in this state. The attor- 


| 


neys for the life companies are appear- | 


ing for both the companies and the 
superintendent of insurance and_ the 
case was submitted upon an agreed 
statement of facts. The court is asked 
to make a declaratory judgment setting 
forth the rulings on the method of for- 
feiture of insurance policies. 


Want Law Interpreted 


The litigation was brought about by 
the fact that the law requires 30 days’ 
notice of intention to forfeit the policy 
and this forfeiture period may run con- 
currently with the grace period in the 
contract. But it does not say anything 
about those comnanies whose policies do 
not have grace periods. These com- 
panies could, if desired, 
days’ forfeiture notices 30 days before 
the premium is due and forfeit the pol- 
icy the day the premium is due and not 
paid. What is desired is that the court 


issue the 30} 


will compel all companies to wait until | 


the premium due date and then if the 
premium is not paid they may send out 
the forfeiture notices of expiration 36 
days later. This would automatically 
give all life insurance policies an actual 
30 days’ grace period whether it is pro- 
vided in the policy or not. 


Kohn Is Made President 


Henry H. Kohn, formerly 
of the Phoenix Mutual Life at 
N. Y., has been elected president of the 
Morris Plan Insurance Society succeed- 
ing Arthur J. Morris, the founder. The 
Morris Plan system now has more than 
100 banks in America. The insurance 
company has about $20,000,000 insurance 
in force. 
term business. 


manager 


Cortner Is Advanced 


Charles M. Cortner has been promoted 
from the position of agency supervisor 
to superintendent of agents of the Mid- 
land Life of Kansas City. 
the service of the company in September, 
1910, serving as agent, then general 
agent, instructor of agents and field 
supervisor. He is a well equipped man. 


as 


Honor President Dickenson 


Field men of the Security Mutual Life 
of New York submitted $3,091,000 of 
business in February in honor of Presi- 
dent Dickenson. This was an increase 
of $1,236,000 over the record of Febru- 
ary last year, making it the second larg- 
est month in the history of the company. 











Employers Casualty: Capital stock 





$150,000; assets approximately $500,000. 

Texas Employers: Assets approxi- 
mately $1,000,000. 

Union Mutual (health and accident). 

Fidelity Mutual (health and accident) 

International Travelers Association 
(health and accident). 

In addition to the insurance compa- 
nies mentioned above there is what is 
known as the Texas Lloyds, specializing 
in automobile lines and burglary, storm 
hail, cyclone, etc.; the Bulldog, special- 
izing in auto lines, each of which have 
assets amounting to approximately 
$250,000, and a number of smaller mu- 
tuals writing fire, theft, burglary and 
some life insurance, whose home offices 
are located in Dallas. 


Albany, | 


It is practically all one year 


He entered | 





The Eureka-Maryland Assurance Corporation 
of Baltimore 
Incorporated ng 4, 1882 


J. C. Maginnis, President Warfield, Jr., 
J. Barry Mahool, Vice-President Edward Novak, Medical Director 


Financial Condition ending December 31, 1925 


ASSETS 

SEE, MOOR. dncedcdecrinsconvecseunatpanedsaneeceonsce $ 240,000.00 
i Ce Ceres cee adacemnenauvueeeunkewous eben 103,673.29 
i a a ig i a 767,900.00 
eT NE riot cid cca cdadwhanéenkeaaeeabeusoseadareé 152,038.52 
Oe eae eet ae eee ee 1,774,032.53 
Cee Oe Mes Ob TRON so oi vas ccccccesseesvescececces 91,943.04 
i i i i ee ee ae 3,348.17 
Interest and Rents Due and Accrued ironeseteneweddeeewe 34,610.05 
Net Deferred and Uncollected Premiums................ 135,058.60 
Amortized Value of Bonds over Book Value............. 4,748.38 

DE asa ves oeWhcrhU bien saeceewen wes cduse cdddekdves $ 3,307,352.58 

LIABILITIES 

Interest, Rents and Premiums Paid in Advance......... ~ 15,812.67 


Reserve for Claims in process of adjustment............. 9,202.00 
SS Gr Se Cy Civ ncccdccrachdesastvvadedvanes 18,479.49 
$ 43,494.16 


L egal Reserve . .$2,789,318.00 (Increase 17.3%) 


2” eee 250,000.00 

ig nak ali kit didn 224,540.42 (Increase 18%) 

For Protection of Policyholders.......cccccccccccccceccs $ 3,263,858.42 
Se ee en eee PF 


es De Gitte... 4. nate eieenidbebeenbasenetdbahsaedereeebnnenarennent $46, 490,279.00 


Gain im Insurance im force (18.5%)... .......6sccccccenceneceeeneeeeesneeneeeees 7,244,094.00 
Total Admitted Assets (Gain BR Te Pc co ccccccccecccccncccecececccecccsooncces 3,307,352.58 
a nie ate cee s anes eeeseneeseesuenentiet 1,679,116.91 
Total Paid Policyholdere © *reetinacaie ainaatedinet aster etait Seiad seat eee 2,743,909.53 


COMPARATIVE STATEMENT OF a ~ ee OF COMPANY 


Policy Policies in Insurance 
Year Income Assets Reserves Force in Force 
1917 $ 382,525.00 $ 477,977.00 $ 426,444.00 78,019 $ 8,829,872 
1918 468,156.00 653,592.24 513,359.00 92,639 10,225,526 
1919 00 837,340.70 599.73 107,590 13,274,016 
1920 658,862.00 1,620,865.36 830,914.01 114,078 15,665,489 
1921 711,835.00 1,253,473.63 1,612,376.75 120,043 16,873,428 
1922 801,835.00 1,527,929.00 1,215, 436.00 124,810 18,419,169 
1923 919,372.43 1,810,359.99 1,429,556.45 127,461 21,701,345 
1924 1,312,301.72 2,835,994.48 2.377, 144.74 136,755 39,246,185 
1925 1,679,116.91 3,307,352.58 2,789,318.00 1 6,490,779 


Secretary-Treasurer 




















LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


gam 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. W. BARNES, Manager 
324 Meaher Building Mobile, Ala. 


oo 


For liberal contract direct with Home Office, 
and assistance in organizing your territory 


write to 
Ira F. Archer 
Superintendent of Agencies 
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SHOWS MERCENARY AIM 
IN SEVERAL MERGERS 


Actuary Mantz of Des Moines 
Points Out Danger in 
Wrecking Methods 


WOULD CUT BROKERAGE 


Declares That There Should Be No 
Rakeoff to Outsiders in Honestly 
Conducted Deals 





Isadore P. Mantz, the actuary at Des 
Moines, has gotten out a service bulletin 
on the question of life insurance mergers. 
He says that this topic is particularly per- 
tinent at this time, owing to the activity 
of brokers and syndicates that are en- 
deavoring to buy up companies for profit. 
Mr. Mantz says in part: 

Should Be No Brokerage 


“To make the issue clear, let us admit 
that there can be such a thing as an 
honest merger of two or more compa- 
nies; that under certain circumstances 
such a consolidation of interests may 
be desirable or beneficial to all those 
financially concerned; the policyholders 
and stockholders. But in such a merger 
there is no legitimate profit for indi- 
viduals either on the outside or con- 
nected with any of the companies 
merged. If the merger is necessary to 
protect the interests of stockholders or 
enhance the security of policyholders 
somebody in either or both organiza- 
tions must make sacrifices, If the merger 
is imperative to protect policyholders it 
is because there have been losses in the 
conduct of the business due to incom- 
petency, inefficiency or mismanagement 
and any other excuse for the failure of 
the company is but a sorry alibi for the 
real cause. These losses will have to 
be retrieved in the future by greater 
efficiency of management and rigid 
economy. 


Not Seeking Dead Concerns 


“No well managed life company, con- 
ducted by men who know their busi- 
ness, is seeking to assume the obliga- 
tions of a practically defunct concern 
even as a gift, to say nothing of paying 
a bonus for such business. A few have 
been absorbed by this class of compa- 
nies, but reluctantly, to conserve the 
best interests of the business and to 
avoid a possible conspicuous failure in 
the security of life insurance protection. 


Security Not Increased 


“The merger or consolidation of two 
or more companies does not increase 
the individual security of the policy- 
holders of the amalgamated organiza- 
tion. On the contrary, the taking over 
of dubious assets and risks among 
which there will be an abnormal lapse 
rate, bound to affect the mortality ad- 
versely, and the liquidation of a part of 
the capital stock, invariably weakens 
the individual security of all the indi- 
vidual policyholders of the merged 
company. 

Expense Is Not Reduced 


“The consolidation of the business of 
two or more companies does not, neces- 
sarily, reduce the per capita or unit of 
operating expenses. On the contrary, 
an analysis of the operating costs of 
some of those companies built up prin- 
cipally by mergers reveals that the unit 
of operating expenses is not only much 
greater than that of their contempora- 
ries of equal age and size, but that the 
operating costs of the merged company 
has been equal to or in excess of the 
aggregate operating costs of its com- 
ponent parts during their career as sep- 
arate entities. 


if they effect no economic improvement? 
With the exception already noted, there 
is none but the profit to those manipu- 
lating them, gained at the expense of 
stockholders and policyholders. True, 
the profitableness of this business of 
wrecking life insurance companies is 
now beginning to attract outside capital, 
but not to strengthen the companies or 
enhance the security of policyholders. 
Life insurance stocks are beginning to 
be juggled about like Florida lots, or 
binders, and control of companies pur- 
chased and sold, not to build them up 
on constructive lines, but solely with a 
view of taking successive profits as 
prices are inflated. Or possibly,—and 
this possibility is frought with a dan- 
gerous menace to those whose protec- 
tion depends upon companies that have 
become the pawn of speculators,—with 
the hope of a final killing to be made 
in exploiting or converting their assets. 


Big Prices Are Paid 


“For the prices that have already been 
paid for some of these holdings are 
more than the business acquired can 
legitimately earn on the investment. Will 
the financiers buying insurance compa- 
nies, who seem to have more money 
and credit than insurance sense, and 
the bankers backing them, stand the 
loss when the bubble bursts, or have 
they or their attorneys and actuaries, 
perchance, discovered some loop-hole in 
what has been regarded as impregnable 
legal restrictions through which they 
expect to shift the loss upon policy- 
holders and at a profit to themselves 
no matter what happens? 


Whole Business Is Affected 


“Companies honestly managed and 
being built up along truly constructive 
lines, large and small, may feel that the 
situation and its possible consequences 
does not concern them. They deceive 
themselves. It does concern and is af- 
fecting the whole business of life insur- 
ance right now; by loss of public confi- 
dence and a revival of a vague suspi- 
cion about it that only a long period of 
honorable conduct had begun to allay. 
And if, as the result of speculative stock- 
jobbery, the business records a conspicu- 
ous failure and consequent loss to pol- 
icyholders, it will suffer a back-set that 
may take a decade or more to overcome. 

“No one who has followed the history 
of life insurance but must admit that, up 
to within the last decade, the objective 
of the companies was to charge as high 
a rate of premium for protection as the 
traffic would stand. And for a long 
time this policy was pursued in the face 
of several distinct periods of revolt 
against legal reserve life insurance and 
the consequent mushroom growth of 
assessmentism. Now, suddenly, we find 
the situation almost reversed. The lead- 
ing and strongest companies are clamor- 
ing that they be permitted to reduce 
rates and for the removal of legal re- 
strictions that compel them, on the 
grounds of a theoretical assumption of 
safety, to collect a certain minimum 
premium. 


Reducing Cost of Protection 


“The whole energy of the business is 
directed to reducing the cost of protec- 
tion, to the liberalization of policies and 
to rendering service to policyholders and 
the public generally that was never con- 
templated in their contracts when issued 
or which they are under no specific obli- 
gation to render. The re-action has 
been so sudden and the enthusiasm of 
some of the proponents of this new bid 
for public favor is so fervent that there 
is grave danger of plunging too far or 
too precipitately in the other direction, 
with possibly disastrous results to the 
small and weaker companies. 


No_Danger in Movement 


“The threatened reduction in premium 
rates is causing some worry among the 
smaller or more recently organized com- 
panies. But if they will calmly examine 
the object of their fears they will dis- 
cover it to be but a shadow and not an 
ogre that threatens to devour them. 





“What then, is the object of mergers 


There is no danger of life insurance 


developing along any but safe lines and 
with an equal opportunity for all classes 
of organizations as to age or size, if the 
business can be kept out of the hands 
of inexperienced and irresponsible specu- 
lators. 


Value of New Companies 


“The established companies are not 
opposed to the organization of new com- 
panies in good faith, nor will they do 
anything to hamper their growth or 
prosperity. The organization of new 
companies in different sections of the 
country, meeting special local needs and 
profiting by special local advantages, has 
given the entire business an impetus of 
growth and prosperity from which the 
older companies have profited even 
more than their new competitors. So 
generally advantageous to the business 
has this organization of new companies 
proven, that we have deliberately shut 
our eyes to much that is deplorable in 
connection with some of these promo- 
tions, condoned practices in the sale of 
stock that we would condemn if resorted 
to by an honest burglar and glossed 
over failures that give evidence of moral 
turpitude which should forever condemn 
those responsible for them to dishonor 
and ignominy in the world of affairs 
since no adequate punishment of their 
chicanery is possible by legal process. 


New Wreckers in the Field 


“T hold no brief for a certain type of 
professional promoters, but the cost of 
wrecking insurance companies by in- 
competent and venal officers and direct- 
ors, in collusion with the professional 
beach combers that profit by glutting 
these wrecks, has been greater than the 
cost of promoting them. This wrecking 
business has actually proven so profit- 
able that now a new gang of promoters 
is being mobilized to furnish material 
for the wreckers in the future. There is 
plenty of opportunity for all the com- 
panies now in existence, but for the 
time being there is no crying need for 
the organization of more of them, espe- 
cially for such as will only serve as sub- 
jects for the undertakers and ghouls of 
the business. Their organization ought 
to be discouraged by calling a halt on 
this rising tide of frenzied finance in 
consolidations whose record of enor- 
mous profits gained by a few is already 
being prepared as bait to ensnare the 
savings of the many. 


Should Clean Up Inside 


“The way to stop this thing and up- 
hold the good name of life insurance is 
by publicity; publicity that is kept among 
ourselves if the object can be accom- 
plished in that way, but directed by 
those who have the interests of the 
business at heart if it is necessary to 
take all the public into our confidence. 
We can clean up this increasingly odor- 
ous mess if we have the will to do it, 
and the courage. It ought to be cleaned 
up from the inside, but it is going to 
be taken to a cleaning even if it is neces- 
sary to do some muckraking from the 
outside. Muckraking journalism is not 
altogether dead yet and there is nothing 
the press so thrives upon as scandals. 
Personally, I am for clearing the atmos- 
phere ourselves,—or what ‘will you have?” 








Schools Being Conducted 


The Continental Casualty and Conti- 
nental Assurance are holding a series of 
sales congresses at general agency head- 
quarters. The work is in charge of the 
educational director, Roy L. Davis, who 
conducts a sales school. He is accom- 
panied by one or two men from the 
home office. These schools last four or 
five days each. A school is now being 
conducted at Madison, Wis. 


Shows Fine Statement 


The annual statement of the Volun- 
teer State Life shows that the company 
has $84,535,484 of insurance in force, a 
gain of $9,000,000 since 1925. The assets 
are $10,813,874, reserves for dividends 
$78,123, reserves for contingencies $374,- 





381 and capital and surplus $1,500,000. 


FROWN ON MOVEMENT 
TO BUY COMPANIES 


Executives As a Rule Are Not in 
Sympathy With Professional 
Syndicates 


HAS DISTURBING EFFECT 


Smaller Institutions for the Most Part 
Are Moving Along in a Very 
Successful Way 


Many company executives are frown- 
ing on the present tendency in the life 
insurance world for professional syndi- 
cates or individuals acting as brokers to 
buy up companies in order to merge 
them regardless of whether it is to the 
best interest for all concerned or not. 
These people are interested only in the 
commission they earn on the purchase 
and sale. 

President Seay’s Comment 

President Harry L. Seay of the South- 
land Life of Dallas expresses himself in 
this way: 

“With reference to a syndicate being 
organized for the purpose of buying up 


‘and combining small life insurance com- 


panies, I would deplore very much in- 
deed any activity of that kind. It not 
only would be a reflection on the busi- 
ness, but would be a great disturbance 
of policyholders. It might bring about 
legislation that would be far-reaching. 
You never know what a legislature is 
finally going to do when it takes up a 
question pertaining to any particular in- 
terest, and this is very true with refer 
ence to the life insurance business.” 


Southern President’s Comment 


The president of one of the southern 
companies comments as follows on the 
situation: 

“A thoughtful study of the present 
situation in the life insurance world 
such as the cut in the Aetna’s rates, 
the proposed adoption of the new mor- 
tality table, writing of non-medical, the 
liberal interpretations of companies of 
disability provisions, the issuing of sal- 
ary deduction without medical examina- 
tion, group insurance and the liberal 
approval of applications by many of the 


‘large companies where cases are really 


not standard, all of this would lead one 
of a suspicious mind who had the re- 
sponsibilities of building a young small 
company to arrive at the conclusion that 
the ‘big fellows’ recognized the doctrine 
of the survival of the fittest when the 
soliciting of insurance returned to more 
normal conditions. For the past three 
or four years the writing of insurance 
has been going through the period of 
what might be termed the feast. The 
period of the famine is inevitable. I 
believe that all of the younger and 
smaller companies will have a place in 
the sun, but their sphere of usefulness 
may be limited. Possibly many of these 
may become discouraged. I am rather 
inclined to the opinion that Best and 
his supporters are looking into the fu- 
ture and have something of this kind in 
their minds. Flitcraft’s recent editorial 
on the ‘Dog in the Manger’ will lend 
encouragement to Best in his efforts.” 


Iowa President’s Views 


One of the Iowa presidents expresses 
himself in this manner: 

“We are with you in your campaign 
in the attitude you have outlined. We 
have had such a sorry experience along 
this same line ourselves and it has cost 
us so much money, and has been such 
a disturbing factor, that we do not care 
to have any further publicity in connec- 
tion with a thought along this line. We 
want to drop out of the picture. If I 
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were to attempt to express how I actu- | MIDLAND CONFERENCE 


ally feel about it I am afraid I would | 
burn up this paper.’ 
Opinion of Ohio Official 


One of the Ohio company officials | 
gives expression to the following views: 
“I believe that anyone—syndicate or 
otherwise—has a right to legitimately 
go to the management of a life company | 
and to make an offer and to purchase 
that company, particularly where the of- | 
fer made to all stockholders alike. | 
When this is done in the proper way | 
and without the use of any unfair meth- | 
ods, I take it for granted that the parties 
on either side of such a _ transaction, 
where negotiations are had, are not to | 
be criticized. It is not this sort of thing | 
that was before the American Life Con- | 
yention when it adopted the resolution 
at Louisville. Personally, I do not think 
that the resolution would condemn such 
transactions. 
Should Be Wide Distribution 


“On the other hand, and expressing 
my personal views, I feel that there is | 
a factor involved which goes beyond the 
legitimacy of the transaction of buying 
and selling life insurance companies. It 
certainly is to the interest of the busi- 
ness and of the country at large, that 
there should be a wide distribution of 
life companies, which with their assets 
and local points of contact will not only 
work for the best interests of the busi- 
ness and of policyholders, but will also 
make a better contact between the busi- 
ness and the people. Should the unfore- 
seen happen and should the life insur- 
ance business be discredited, a greater 
and more permanent injury would re- 
sult if there were a few very large com- 
panies as compared with a large number 
of smaller companies widely distributed. 
I do not anticipate that such a situation 
will arise, but it is well to have the 
foundation sound and strong to meet 
any test which the business may be 
called upon to stand. 

The larger companies are, I think, 
greatly benefited by the fact that there 


is 
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HELD AT THE HOME OFFICE 





| Charles J. Rockwell Is Principal Speaker 
at Agents’ Convention of Kansas 
City Company 





KANSAS CITY, Mar. 3—The annual 
agency conference of the Midland Life 
was held at the home office this week. 
The meeting was called to order Mon- 
day morning by President Daniel Boone. 
The address of welcome was responded 
to by W. W. Snipes. Immediately fol- 
lowing the response the agency pre- 
sented President Boone with a sheaf of 
policies totalling $350,000 worth of busi- 
ness. He was also presented with a 
beautiful chair and floor lamp. 


Rockwell Was There 


Charles J. Rockwell, formerly director 
of the school of life insurance salesman- 
ship of the University of Pittsburgh, 
spoke on, “Practical Salesmanship and 
the Functions of Life Insurance.” The 








ter known to the readers of the Favre 
City Star” as “Fatty Lewis,” injected ; 
lot of humor into the afternoon ssuaien 
and chose for his subject, “What ] 
Know About Life Insurance.” About 
agents attended the meeting and 
many of them were accompanied by 
their wives. 


Will Write Non-Medical 


The Midland Life contemplates issu- 
ing non-medical up to $2,000 on male 
lives about April 1. It feels that 
will be of particular benefit to agents 
soliciting in rural communities and that 
the savings in medical fees plus the sav- 
ings in office detail will offset the slightly 
increased mortality hazard. 

J. B. Reynolds, president of the Kan- 
sas City Life, spoke with feeling of the 
late Daniel Boone, Sr., former presi- 
dent, and said that life insurance of all 
businesses justifies a little sentiment. 
He endorsed the Midland Mutual’s en- 
tering the non-medical field and said 
that his own company’s experience had 
shown him that it was beneficial both 
to the company and to the agent. It 
materially increased the number of pro- 
ducing agents. 


Banquet Was Held 


afternoon session was also conducted by | 


Prof. Rockwell. Arthur F. Killick, 








is a wide distribution of smaller com- 
panies, because the local influence of the 
smaller company is great. There does 
not exist toward them the prejudice 
which exists toward the larger com- 
panies. Of course wherever a life com- 
pany is acquired for commercial 
money-making reasons, 
strengthen the business as a whole, and 
should there be publicity over large 
profits which had been made, the effect 
might be felt not only in some loss of 
confidence in the business by policyhold- 
ers and by the public, but might result 
in publicity which would insidiously af- 
fect the companies and business as a 
whole.” 


bet- | 


and | 
this would not | 


The banquet on Tuesday evening was 
| attended by a number of company offi- 
cials from the Business Men’s Assurance 
and the National Fidelity Life. T. J. 
Madden, a prominent Kansas City at- 
| torney, was the principal speaker of the 
evening on “The New Era.” He said 
| life insurance men formed the vanguard 
of progress in this age of challenge. 

| P. W. Poble, one of the directors 
and a prominent banker, spoke on “Life 
| Insurance Franm a Banker’s Viewpoint.” 
He said the tiue is almost at hand when 
| banks will insist on firms carrying 
| substantial amount of life insurance. 
Continuing he remarked that the lux- 
uries of yesterday were the necessities of 
today. Life insurance is making for a 
| more equitable and diffused distribution 
| of the nation’s wealth. 


it | 
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AIR CHARGES IN COURT 


ANOTHER SUIT IN MISSOURI 





Ideal Investment Company Asks Ap- 
pointment of a Receiver for St. Louis 
Underwriters Corporation 





ST. LOUIS, Mar. 4.—A receiver for 
the St. Louis Underwriters Corporation, 
a negro company formed to operate in- 
surance companies, was asked in a suit 
filed in the St. Louis circuit court Fri- 
day by the Ideal Investment Company, 
composed of negroes. The Ideal Com- 
pany also seeks to recover five deeds of 
trust on various pieces of property, 
valued at $30,000, which it alleges was 
turned over to the defendant company 
last September in connection with a 
contract which involved the oe of 
the Standard Life of Atlanta, Ga., from 
the Southern Life of Nashville, "Tenn. 
It is charged that the St. Louis Under- 
writers Corporation failed to fulfill its 
contract for the purchase of the Standard 
Life and has since refused to return the 
deeds of trust to the plaintiff. 


Federal Sulit Also 


The suit against the St. Louis Under- 
writers follows closely upon a similar 
action instituted in the United States 
district court in St. Louis by Charles H 
Brown, St. Louis negro, who asked for 
a receiver for the Standard Life and at- 
tacked the legality of its sale to the 
Southern Life. The federal suit which 
was directed against the Standard Life, 
the Southern Life, Arthur Powell and 
Silas W. Davis, who acted as executive 
managers for the Standard in 1924 and 
1925, and former officers of the company, 
is set for hearing on March 9. Mr. 
Brown asked for a receiver, an injunc- 
tion and an accounting from the ex- 
ecutive officers and former officers of the 
company. 
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| | TERRITORY 


We have open districts 
for men of character and 
ability in the following 
states: 


Kansas 

| Missouri 

| Arkansas 

| Texas 

| Nebraska 

| Wyoming 

| Colorado 

| Illinois 

| California 
Washington 
Oregon 
Nevada 

NO STATE AGENTS. 
ALL CONTRACTS 


DIRECT WITH THE 
| COMPANY. 


I 
iI 


SESAME! 


Was the magic word that opened the door to hid- 


9 
den treasures. 


Home Office support to 
for you. 


LIBERTY 
MODERN NEED 


LIBERTY 





LIBERTY LIFE BLDG. 


A LIFE INSURANCE POLICY 


is the modern key that opens the gates to future 
earthly happiness and bars the doors against pov- 
erty for you and your dependents. 


OUR GENERAL AGENCY CONTRACT 


opens the way to command liberal commissions 
and excellent renewals and to appoint district 
agents who in turn command like remunerations. 


LIFE POLICIES 
OF 


LIFE SERVICE 
| AFTER YOU SELL 


Our Record of Progress Speaks for Itself 


The Liberty Life Insurance Company A= 


build your own agency 


COVER EVERY 
PROTECTION. 
DOES NOT 
THE POLICY. 


STOP 





TOPEKA, KANSAS 














W.E.D, © 1926 








“Liberty Agents Drive Sorrow From Tomorrow’’ 
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Five Point 
Victory Policy 


More insurancé is placed on this form in the Pan-American Life 
than any other policy offered by its field representatives. 


Here are a few of the reasons for the popularity of this contract: 


1. Low net cost—exclusive of premium for double indemnity and . 


total disability benefits the average (guaranteed) premium for 
twenty-five years is $20.11; 


2. The cash surrender value guaranteed at the end of the twenty- 
fifth year is more than the actual premiums paid ; 


3. All other values are in keeping with the splendid cash surrender 
value stated above; 


4. This policy carries extremely liberal total disability benefits; 
5. This policy pays double in event of accidental death. 
This is only one of several feature policies 


offered by the Pan-American Life. 


Pan-American Service includes— 
Educational Course 
Sales Planning Department 

Unexcelled low-cost Life Policies 
Substandard Policies for Under-Average Lives 

Child’s Educational Endowment 

Group Insurance 

All forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


PAN-AMERICAN LI 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 








Crawford H. Ellis, President 


Address 
E. G. SIMMONS 


Vice-President and General Manager 





CITES AGENTS’ TASK 


POINTS TO NEEDED QUALITIES 


Commissioner Caldwell of Tennessee in 
Address Before Agency Convention 
Sums Up Conditions 


NASHVILLE, TENN., Mar. 3—The 
essential characteristics of a successful 
life insurance salesman were summed 
up by A. S. Caldwell, Tennessee insur- 
ance commissioner, speaking before the 
convention of the Life & Casualty of 
Nashville here last week. Mr. Caldwell 
took as his subject, “Development and 
Progress of Southern Life Insurance 
Companies” and, after showing the ac- 
tual growth and present importance of 
the insurance business, turned to some 
of the improvements in the quality of 
men in the field. He pointed to the 
great duty now before life underwriters. 
Mr. Caldwell, in this connection, said in 


part: 
Country Is Underinsured 


“Notwithstanding these extraordinary 
figures and what insurance is doing, the 
aggregate is several billion dollars lower 
than the incomes of the people of this 
country for a single year, while the 
amount at risk is less than $600 per cap- 
ita and the annual premium per capita 
is less than $20. Isn’t it remarkable to 
think that we men pay out more for to- 
bacco than for life insurance, and that 
our wives and daughters spend more for 
face powder and cosmetics than do the 
men for tobacco? 


Is Merchandising Proposition 


“Therefore, you as a representative of 
this great profession have a great duty 
to perform. Insurance salesmanship is 
nothing more or less than a merchandis- 
ing proposition, and in the end it all de- 
pends upon the man himself and his will- 
ingness to work whether he succeeds 
or not. Therefore, he should be optimis- 
tic and have a high opinion of is profes- 
sion as well as his company and him- 
self and believe he can do a thing as 
well as the other fellow. He should 
have a vision of service not only to the 
company, but to society in general, but 
do not drift into that error, as many do, 
thinking you “know it all” or that you 
have the ‘only company,’ because as in- 
dicated above, all companies are good 
for their claims. While some may offer 
advantages that others do not, still an 
ideal agent should not continuously talk 
company, but talk his profession—insur- 
ance—or protection. There are, how- 
ever, a great many men in this business 
—as well as other professions—who are 
not fitted for it. This is not because 
they would not possibly succeed, if they 
would apply themselves as the-- should, 
but mostly because they will not ask the 
proper effort, and lack good common 
sense and stick-to-it-iveness. A man 
may have all the good qualities in the 
world, but if he doesn’t exercise them, 
what good are they to him or anybody 


else? 
Competition Is Good 


“IT am of the opinion the best way to 
make anything go, a business, a reform, 
even a courtship, or anything worth 
while is to get a competitor, or some op- 
position, another fellow—a resistance of 
some sort that will spur vou on. 

“There are wonderful opportunities in 
this business for men with vision and a 
willingness to work and more particu- 
larly for the full time men, because it 
is men of this class that have made and 
will continue to build the great Amer- 
ican Life Insurance Companies. 

“You will bear me out in the state- 
ment that life insurance is sold, not 
bought, and the fact necessitates the 
building up of efficient agency organiza- 
tions. It is through these organizations 


NOW ON FIELD TRIP 


CONDUCTING INSPECTION Tour 





Officials From Home Office of Ameri. 
can Bankers Will Visit Agencies 
in Six of Larger Cities 





_A military tour of inspection of agen- 

cies in six large cities of the northern 
and eastern territory of the American 
Bankers has been organized by four of 
the principal officials, who left the 
executive offices at Jacksonville, Ill, 
March 1, 

The personnel of the party making 
the trip includes Col. R. Y. Rowe, sec- 
retary of the company; Lt. Col. C. Y. 
Rowe, vice-president and treasurer; Maj. 
H. C. Welch, manager of the industrial 
department, and Maj. H. H. Jones, as- 
sistant manager of agencies in the ordi- 
nary life department. 

The first manager to welcome the 
company officials was C. H. Glenn of 
the Chicago agency. A conference of 
more than 20 agents in this section was 
held Monday afternoon. The meeting 
also included the agency units from In- 
-“ Harbor, Gary, Ind., and Kankakee, 


To visit Many Points 


Tuesday morning Manager Ira Green- 
lee of the Detroit agency received the 
inspection party and a conference was 
held. Units at Lansing, Grand Rapids, 
Pontiac and all other Michigan points 
participated. 

Manager J. W. Shute of the Cleveland 
agency welcomed the officials Wednes- 
day morning, when they met the Cleve- 
land field force, as well as units from 
Youngstown and Toledo. 

On Thursday the officials will arrive 
in Cincinnati, where they will meet Man- 
ager J. F. Boyet and his cohorts. The 
conference there will include representa- 
tives from the units at Columbus, Day- 
ton, Springfield, Mansfield and other 
Ohio points, and also units at all Ken- 
tucky points. 

Friday will be Indianapolis Day, and 
Manager C. E. Shaw, with his large 
field force, will welcome the inspection 
staff. The gathering will include dele- 
gates from the units at Fort Wayne, 
South Bend, Muncie, Wabash, New Cas- 
tle, Peru and other Indiana points. 

The tour will close with the inspec- 
tion point of the St. Louis agency Satur- 
day. Manager W. L. McFarland is call- 
ing together his field force and also 
service men from the Alton, Brooklyn 
and East St. Louis units. 





ROYAL UNION LIFE BUSINESS 





President Tucker Comments on Its 
Persistency Since the Change in 
Company Management 





President A. C. Tucker of the Royal 
Union Life when asked about the per- 
sistency of the business since the change 
of management on Jan. 1, 1924 and the 
merger with it of the business ot the 
State Life of Iowa said that of the 
$70,000,000 in force on the date men- 
tioned considerably over $60,000,000 1s 
still on the books. Which seems to i- 
dicate satisfaction of old policyholders 
with the new management. The Royal 
Union made a gain in insurance in force 
of about $30,000,000 in 1925 only part 
of which was due to reinsurance, the 
direct business of the company having 
been about $12,000,000 during the year. 





To Build Printing Plant 


The American National of Galveston 
is to erect a five-story building to house 
its printing plant. The building will be 
ready for occupancy in June. The ? 
ing plant of the company, one 0! 
most complete plants of its kind in the 


country, has been located in the home 





such as you have that the companies 








must lack for success.” 


office building of the company for a num- 
ber of years. 
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Business issued in ‘925 and amount in force December 31, 1925, in various commonwealths 
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December 31, 1925 

NORTHWESTERN NATIONAL 

LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
O. J. ARNOLD, President 










ASSETS 

Bonds—Federal, State, County 

ote TEGOIIEE ccnssscccccsescsvccess $2,977,743.55 

Railroad, Public Utility, etc......... 2,215,797.61 $5,193,541.16 
Pivet BROCE. LGENGscicccccccccccccccsacceseosesess 9,203,545.75 
Ce ED cn nckeednenseusnsnesnsuadesenée 148,068.60 
Pe DIE: <cccaaudesshdaheneevcedeueasedeianasee 3,611,199.60 
I a a ee eenn seas eeenets 1,350,785.74 
Interest, Due and Accrued, etC....ccccccccccsccccees 507,510.75 
POURS. EOD BE TOON OTOOEs a oc0cccdcescssecacsenves 854,410.82 
a tl eile cscunaecbiaseececcnusenesdeendesnesens 781,917.85 







BOs vinciceeuindcdsdbanvennanasaieedeesscaseese $21,650,980.27 










I IR, 5 hncnkndebasedeetensndeneene<e $18,363,054.69 
Bets CPs TPG BG Ts ncccdccccccccessccses None 
Claims Reported But Proofs of Loss Not Received.. 149,939.69 
Present Value of Death and Disability Claims 

ey ey ncn, iced wan chcanbuasee 305,261.82 
Premiums and Interest Paid in Advance............ 145,089.62 
Reserve for Taxes Payable in 1926...............0ee: 185,000.00 
I a ae coin ek uh eadaki 300,000.00 
Funds Held for Dividends to Policyholders.......... 843,538.02 
Pg ES SIRS Se yea eee epee 103,567.42 
EY BED ct ii eracubccupenetbebeiandaeeecae 1,255,529.01 








RNs eisdiNeenadneinswess cehed chadadwasanawad $21,650,980.27 









New Insurance 
Written and Paid For, 
$42,221,166 







Insurance in Force, 
$212,399,698 





The Doorway to Opportunity 





——_ — —  ——_ —_——__ 





























THE manny ee LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








In Two Years 
Life Insurance in Force 


DOUBLED 
in the southern states 


In 1922 there was $2,370,439,794 of insur- 
ance in force—at the end of 1924 there was 
$4,778,920,700. These aggregate figures of 
the business of all life insurance companies 
organized i in the southern states are indica- 
tive of the prosperity and opportunity await- 
ing the right men selling life insurance with 
The Southern States Life. This company 
appreciates the possibilities of its territory 
and knows, because it has been in this field 
for 20 years, the conditions peculiar to it. 
You will secure the maximum of coopera- 
tion from this company. 




















Wilmer L. Moore, 
PRESIDENT 
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LIFE INSURANCE BY STATES 
. (CONT’D FROM PRECEDING PAGE) 
New 
Business In Force 
N. Y. Safe. ,, Mes. Fd. 1,170,525 1,300,235 
Nat. Slova . 133,000 1,752,050 





| Penn Mutual........ 41, 943, 358 266,115,964 
Phoenix Mutual.....12,222,586 66,999,240 


Royal Arcanum..... 1,034,000 43,865,444 
Sick Benefit, Pa..... 178,750 — °271,500 
} Security Mutual. ° 5,025,508 20,382,765 


| . 207.400  2°494,076 
TEAVGIOTS ccccccs 0.183,830,430 807,003,897 
| Travelers... ..,-G.64,729,372 183,359,630 






Un. St. John, R. I. 2,750 1,036,540 


| Every year since 1920 Unit. Com, Trav.... 3,080,000 43,560,000 
_ Midland policyholders nan 


























| i * Tee ee 
ankers, Mecccesorve 9 »f , . 

ave been pala MOLE 11 jf cedr’Raptég::::::: “zenere “ornsss 
di . d d h h | Baquitanle, NY... .: 6302799 34.ree'ees 
Ividends than the total ffl site meie Hee Ee 
su aid to the benefici Kansas Cig... 221) 1,135,000 0,751,638 
= Merchants Protect.. J , 

Mm p Minnesota Mut ss.. 1173818 3.97081 
aries of those who have || mrp Ghc:: Sal ie 
Now Has. Mutual. 1114637 12.3177,706 

d P f pone. Metwal....... iGhese 8.096.468 
passe On. errormances Service, Neb. .2°2.1! 4,607,600 7 O58 coo 
Security Mutual..... 160,320 883,082 








.have always exceeded |/——— 


OILLAHOMA 


: | 
promises. Satna 
Anchor, Okla 942,140 904,140 





Aetna Life.......... 8,848,489 24,475,834 

American, Mich..... 930,997 5,196,037 

° American Natl..... . 2,527,105 6,202,653 

Bankers Life, Ia.... 2,442,201 9,790,364 

e ave I } lal } | } iore 1] )}- Bankers Reserve.... 1,821,874 4,141,591 

5 Columbus Mut...... 5,000 39,500 

Hs ‘ Connecticut Mut.... 1,117,328 4,299,024 

Continental Assur... 144,500 173,139 

teresting tnings to te Ou Equitable, Ia........ 832,265 3,667,739 
Equitable, N. Y..... 13,118,711 45,891,164 

Great Southern..... 9,533,720 25,963,544 

4 Guardian Life...... 517,035 4,660,178 

a out t e 1 an en Guaranty, Ia........ 687.950 1,325.340 
. Guarantee ms 1,275,500 ,063,500 


1 

5 
Home Life, N. Y. 704,975 1 
Kansas City Life. 4,535,779 at, 
6 


66 . 
for our booklet, “Getting |g ‘aa te 


702 

1,135,000 5,035,000 
- 3,974,600 37,917,733 
° 3 743,760 15,541,372 


National Life, Ia.... 


acquainted with the_ \\s:i¥sn% 

















° 157,445 156,500 

. r) Reliance Life....... 1,595,216 6,648,115 

M dl dad 3 Reserve Loan ...... 842,045 3,585,904 

1atand. ; 
PENNSYLVANIA 

Aetna Life, Conn.G. 38,169,338 87,805,912 

American, Mich 1,074,250 4,715,681 

Aetna Life....... . 40,963,009 131,021,534 





American Central... 252.440 
INSI IR NCE C M N ) Bankers Reserve.... 1,428,008 3,010,122 
Connecticut, Mut. ...13,312,834 62,122,873 
onnecticut ut....13, ° 2 
COLUMBUS, OHIO Equitable, N. Y..... 68,059,532 394,409,892 
Equitable, Ia........ 10,465,828 58,156,562 
Equitable, N. Y..G. 23,380,281 72,746,966 





: y) Federal Union. - 52.464 161,464 

‘Its Performances Exceed Its Promises Federal Union....G. 238,500 1,437,000 
Guardian ....... G. — 159,728 652,463 

Guardian ........+.+. 3,932,325 15,626,532 

Home Life, N. Y. 1,984,191 14,852,903 

Knights Life, Del. > 2°342°250 8.930.939 

Knights, Del...... I. 9,714,073 19,511,569 

















Seats covces o. 186, 989,248 842,259,318 
Prudential ....... G.23,062,433 46,873,209 
Prudential ..... 1.253, 321, 280 1,161,385,550 | 








New 
Business In Force 

Ge. .c2006k . etenen 70 
Lincoln National.... 2,458,644 5,787.5 








Manhattan Life..... 910,619 5,151.47 
Mass. Protective.... 417,000 494, 

Metropolitan ...... 106,208,206 596,838.75 
Metropolitan ... .1.121,734,984 483,349.36 
Mutual Benefit...... 15,815,953 142,459. 636 
New England Mut.. 7,822,530 60,004,933 


No. American, Can.. 
Ohio National....... 
Pacific Mutual...... 1 
Pan-American Life.. 1 
Provident Mutual...26,1: 
Reliance Life....... 12,85 
Reserve Loan....... 
Security Mut........ 


2 

_ 

= 

o 

® 

~ 

tee 

tad 

® 
hoe 





0 
Western & Southern 3 
Western & South.lI. 7 5 





Acacia Mut. ........ a 

Agricultural ....... 

BamNere, Whe. .cccecs 6, 

Bankers, Neb....... 

Canada Life........ 3, 

COMRTER, Tic cccesces 181,503 181,503 
Columbian Natl..... 2,658,298 10,838,506 
Conservative ...... 397,502 1,449,632 
Continental, Del.... 4,900,725 14,646,665 
Continental, Ill. .... A eke 3,230,139 
Federal Life........ 487,0 1,548,029 
Fidelity Mutual....11,159, 369 66,389,597 
Franklin, Ill........ 562,750 1,699,744 
Maryland .......... 244,300 813,903 
Mass. Mutual....... 14,061,477 71,112,482 
Merchants, Ia....... 731,450 3,470,676 
Michigan Mut....... 398,728 4,561,741 
Midland Mut........ 977,431 1,970,425 
Missouri State...... 5,876,803 20,613,703 
Mutual, Md......... 195,000 190,500 
PORE BE. Resccccces 34,089,483 258,691,974 
National L. & A..... 179,569 526,639 
National, 7a towne ee 2,882,930 23,219,231 
National, U. A.... 1,355,933 10,600,123 
New York Life ey 51,073,673 326,088,686 
Northwestern Mut.. .28,021,388 208,798,161 
Ohio State...... ° 188,268 
Penn Mutual.... 220,117,735 
Philadelphia 31,377,882 
Phoenix Mut 27,271,609 
Pres. Min. Fund.... 1,086,000 7,475,332 
Prudential ........ 120,560,728 615,033,225 
cS - eer 4,275,590 26,608,564 
Travelers, Conn.. . 36,026,553 161,918,965 
United States....... $50,096 3,820,930 
Western Union..... 87 47,559 
Columbian Natl...I. ........ 10,551 
Federal Life...... i sieseaes 4,384 
National L. & A...I. 2,463,984 3,139,181 
Prudential ...... 1.155,389,538 790,803,198 
Mutual, Md........ I. 2,616,614 1,311,008 
Prudential ....... G.20,414,764 40,965,636 
Metropolitan ..... G.46,736,354 101,432,379 
Philadelphia ..... G. 69, 950 95,200 
TRAVGIOTS .cccccs G.45,532,398 151,474,176 
Ohio State........ G. 52,000 52,000 


























a eee 1,089,155 4,673,058 
DE, En denseces 60006868 14,000 
American, Mich.. ° 279,377 2,073,806 
Bankers Reserve... 573,964 2,212,813 
MOTE, Bcccecece 2,304,155 9,959,687 
Capitol Life......... 93,000 780,840 
Cedar Rapids....... 173,722 556,538 
CRN, Bibcescascece 478,928 1,830,396 
Conn. General....... 530,497 1,412,041 
Continental Assur.. 16,500 20,500 
Equitable, Ia........ 640,305 3,800,318 
Equitable Life, N. Y. 5,841,327 21,742,176 
Fidelity Mutual..... 50,772 701,925 
Guaranty, Ia........ 130,853 397,050 
Guardian Life...... 470,633 3,319,300 
Lincoln Liberty..... 24,740 135,432 
Lincoln National.... 556,170 2,991,513 
Missouri State...... 221,821 583,67 

Mutual Benefit...... 1,122,845 12,109,019 
Mass. Mutual.. -. 843,200 2,560,898 
Metropolitan 51,572 754,133 
Mutual, ae 4,747,601 22,435,065 
National, Vt... . 24,239 2,072,005 
New World..... ease 33,500 69,198 
Northern States..... 916,445* 869,431 
Phoenix Mutual..... 495,230 4,370,648 

(CONTINUED ON NEXT PAGE) 
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HOME OFFICE 


SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents 


and held in Trust by the Insurance Department of the State 


A few good openings for good live producers in Illinois. Correspondence Invited 


MUTUAL LIFE OF ILLINOIS 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


H. B. HILL, President JAS. FAIRLIE, Vice-Pres. and Actuary F. M. FEFFER, Vice-Pres. and Agency Director DR. J. R. NEAL, Sec. 


Service to the Public 
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LIFE INSURANCE EDITION 














(CONT’D FROM PRECEDING PAGE) 


New 

. Business In Force 
Prudential ...... e+» 197,250 2,465,157 
Reserve Loan....... 5,732 429,486 
Reliance Life....... 81,000 81,915 
Security Mutual..... 470,750 1,804,888 
TravelerS ........-. 730,642 452,228 
Union Central...... 342,000 2,773,912 
Bankers, Neb....... 61,530 606,764 
Federal Life........ 59,000 299,530 
Montana Life....... 547,000 1,739,451 
Mutual Trust....... 429,580 2,743,628 
New York Life..... 4,750,466 21,231,115 
Old LAME ..ccceccecs 369,500 709,500 
Provident, N. D..... 119,240 290,740 
Bankers Natl., Colo. 1,297,500 1,297,500 
Bus. Men’s Assur... 562,018 713,387 


Des Moines L. & A.. 1,486,418 
Penn Mutual........ 295,350 2,730,062 
Royal Union........ 2 
U. S. Natl L. & C.. 250 250 


*Includes $896,445 reinsurance. 
*Including $556,374 reinsurance, 



































TENNESSEE | 

American Natl....O. 1,226,109 3,489,915 
American Natl..... I. 3,652,343 5,895,159 
American Natl....G. 91,000 131,750 
Bankers Reserve.... 1,267,250 2,829,948 
Connecticut Mut..... 1,103,296 3,765,778 
Equitable, N. Y...O. 8,636,016 45,254,993 
Equitable, N. Y...G. 2,353,885 3,704,675 
Equitable, Ia........ 332,645 1,831,504 
Home Life, N. Y.... 1,195,107 5,169,511 
Manhattan .......+.. 428,000 3,086,452 
Mass. Protective.... 180,000 150,500 
National L. & A..O. 6,421,633 8,764,158 
National L. & A...I. 7,735,118 15,544,067 
National L. & A..G. 2,000,000 _....... 
Philadelphia Life... 289,805 294,684 
Pilet LATO .cccvecece 378,750 859,003 
Provident L. & A..O. 1,573,240 5,727,063 
Provident L. & A..G, 2,861,825 6,159,170 
WEST VIRGINIA | 

| 

Columbus Mutual... 251,500 736,215 
Connecticut Mutual... 358,325 3,998,434 
Continental Assn.... 62,000 59,500 
Equitable N. Y....0.11,709,527 63,730,366 
Equitable N. Y....G. 2,354,926 4,962,936 
Equitable Ia........ 472,223 1,291,419 
Guardian Life...... 377,354 2,212,244 
Lincoln National ... 2,427,754 900,090 
Manhattan Life..... 16,000 296,852 

















New England Mut... 313,952 2,461,410 
Provident Mutual... 508,438 3,196,276 
Reliance Life....... 2,220,830 11,138,497 
Reserve Loan....... 96,598 1,992,913 
Union Mutual. Me... 250,590 2,336,69 
WISCONSIN | 
Bankera, IR...csccve 12,340,642 54,705,605 
Continental Assur... 1,234,601 1,786,714 
Equitable, N. Y...O. 14,461,113 61,833,605 
Equitable, N. Y...G. 4,241,979 11,756,070 
GEE csecneacns 415,137 1,781,495 
Great Northern...O. 2,776,920 18,952,019 
Great Northern...G. 21,700 105,450 
Connecticut Mut.... 391,253 2,013,091 
Kaneas QGity Life... 1,567,000 2,905,750 
Lincoln National.... 3,695,975 7,717,236 
Life Fund, Wis..... 197,000 743,800 
Mass. Mutual ...... 3,817,297 15,161,803 
Manhattan Life .... 5,000 195,557 
Mutual Benefit...... 1,322,237 8,536,946 
Minnesota Mut...... 125,569 823,533 
Metropolitan ....O. 17,816,127 97,082,181 
Metropolitan ....G. 3,595,202 7,480,214 
Metropolitan ..... I. 18,027,050 73,368,517 
Mass. Protective.... 530,750 520,250 


National, Vt..... 


; 1,292,734 
New York Life.. 


oe 1,665 
. 20,599,871 128,208,023 





BOW WEEE onc cccee 1,074,000 2,658,533 
New England Mut.. 4,446,528 34,311,268 
North Amer, L. & C. 69,500 288,754 
Pacific Mutual...... 34,293 1,315,033 
Security Mutual..... 1,494,422 4,347,205 
Travelers ........ O. 12,019,831 52,773,283 
Travelers ........ G. 6,788,034 13,420,470 
Union Mutual....... 11,363 176,735 
Union Central....... 5,000 3,966,442 
Wisconsin Natl...... 3,742,722 23,045,840 
Wisconsin Life......, 2,266,430 12,094,762 
Travelers Equit..... 222,000 661,200 
Acacia Mut. ....0.0 514,000 3,548,100 
North Amer., Ill..... 411,200 3,036,127 
Natl U. S. A., Chi... 563,325 1,779,009 
enn Mutual....... 3,515,211 20,118,766 


Bank of Montreal Policy 

A group policy has been written for 
the Bank of Montreal covering its 3,200 
employes by the Sun Life of Montreal. 
The deal was executed by Walter S. 
Sutherland, who has recently been ap- 
Pointed agency assistant in the Chicago 
branch office under Manager D. J. Scott. 


. h€ insurance involved in the transaction 
IS $6,500,000. 


Takes on More Insurance 
. The Business Men’s Assurance has 
just placed an additional $100,000 of 
msurance on the life of W. T. Grant, 
President, making a total of $150,000 
Carried by the company. This together 
— the present amount of insurance 
arried by Mr. Grant makes his line 
an even $250,000. 





ACACIA MUTUAL CONVENTION 


Managers from Entire Territory At- 
tended Meeting at Home Office of 
Association in Washington 


The Acacia Mutual Life recently held 
a two-day convention of its managers 
from the 35 states in which it operates. 
President William Montgomery stated 
that the insurance in force is now $200,- 
000,000. The association last year paid 
to its members and their beneficiaries 
in excess of $1,500,000. The reserve 
fund amounts to $13,500,000 and the as- 
sets to more than $15,500,000. He 
stated that the company plans the early 
erection of a permanent home office 
building on the site already purchased 
between the Capitol and the Union sta- 
tion in Washington, 

J. Claude Keiper, who gave the ad- 
dress of welcome, expressed the deep 
interest of the board of directors in the 
success of each field man. Thomas 
N. Baldwin, superintendent of insur- 
ance in the District of Columbia, was 
one of the speakers at the banquet. 


Fred F¥rev, long resident of Texas, died 
at his home in Dallas on Feb. 25. Mr. 
Frey is the father of Jerry B. Frey, who 
is conneted with life insurance inter- 
ests in Dailas. 














IN MICHIGAN 


First—Banking 
Second—Automobiles 
Third—Insurance 


That is the standing of the three foremost commercial enter- 
prises operating for the business and industrial advancement of 
Michigan. The position of the insurance business in Michigan's 
commercial activity may not be generally recognized. 

Michigan has many high class, progressive, substantial and 
sound-principled corporations. 

Included in this number is the Detroit Life Insurance Company, 
whose Home Office (on the corner of Park and Columbia), is the 
headquarters for the most loyal and energetic life insurance agency 
organization to be found anywhere in the State. 

Any general agency desiring good life insurance affiliations 
which will assure prompt service from the Home Office, and reason- 
able contracts, or any high class part time man not now satisfactorily 
associated, is invited to write to President M. E. O’Brien, or his 
assistant, Homer Guck, 2210 Park Avenue, for further information. 


Detroit Life Insurance Company 
Detroit, Michigan 
































PROVIDENT 


LIFE and ACCIDENT INSURANCE COMPANY 


of Chattanooga, Tenn. 


NOW OVER 
THE THREE MILLION MARK 


IN PREMIUM INCOME 
New High Record of Achievement Reached 


by the 








Financial 


ASSETS 
ee Be Be, osc nncscnncascceonsseeseteints 
Bonds (Market value)..........cssseeesesees 
First Mortgages on real estate...... 
Collateral loans.......... 
PU WOMB. cccocececececes 
Real Estate, including home office building 
Accident and health premiums in course of 
Life premiums in course of collection....... 
Interest accrued........ 
Re-insurance due from other companies... 
















Statement as of December 31, 1925 








LIABILITIES 
sini biioess bditaiabalel $ 134,795.13 Premium reserve $ 390,088.29 
easitensecens 482,523.91 CE SRUIIUR, ccocnnvceccncoece 194,496.00 
688,084.75 Life department reserves 1,203,655.18 
33,700.00 Reserve for COMMISSIONS .......0eceeeeesseeeeerceeeeeene 29,139.68 
257,806.52 Meserys FOF GAMER ccccccccccccccccsccceccecesocccccoccees 55,302.08 
benecuns .. 836,706.68 Reserve interest paid in advance..........ccescceeeeeees 7,449.30 
collection.. 175,482.49 Accounts due and accrued............ 4,603.53 
semanieare 107 ,967.37 Miscellaneous reserves......... 10,053.32 
eiieliaiidaciiae 21,028.49 Contingent reserve......... 95,688.77 
seosee cose 2,377.81 Capita? and Sarplas....cs..cccccccscsecscccccessosesese 750,000.00 





$2,740,473.15 $2,740,473.15 


SIGNIFICANT FACTS 





oe $ 3,131,833.77 Gales fee GORSTWED ccceccccccccccseesseccecesccccs $ 308,189.81 
Gain in premium income ce 289,604.01 Surplus and reserves to policyholders........ . 2,648,953.04 
Life insurance in force..... 24,784,962.00 Number of claims paid in 1925...........+++5 “2, 
Net gain in life insurance... 2,240,563.00 Amount paid out in claims in 1925 ccccocece ERLE 
Gaim 8 BOBCES ccccccccccccccccccccsccccccsssece 458,189.81 Amount paid out in claims since organization. 7,556,496.34 

Total Life Insurance in Force........ catia ices ad wel $24,784,962.00 

Number of Claims Paid in 1925... .. a tae vie tele 49,006 

Amount Paid in Claims During 1925... .. i le . 1,276,742.72 

Amount Paid in Claims Since Organization........... 7,556,498.34 


LIFE, ACCIDENT, HEALTH and GROUP INSURANCE 
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GOOD ACCOUNT GIVEN 


EXAMINE OCCIDENTAL LIFE 





Report Commends Sound Condition, 
Equitable Practices and Gratifying 
Progress of California Company 





The convention examination report of 
the Occidental Life of Los Angeles has 
just been released by the committee of 
examiners and it shows that the com- 
pany has experienced rapid and gratify- 
ing progress. A dividend of 10 percent, 
amounting to $25,000 on the capital 
stock, was declared, to be paid to the 
stockholders at stated intervals. The 
statement as of Dec. 31, 1925, shows 
total insurance in force of $102,962,867. 
The report shows that the mortality ex- 
perience for the year was 39.1 percent 
of the expected, as against 49 percent 
recorded the previous year. 

Other Companies Absorbed 


In the three years since the last ex- 
amination the company has absorbed by 
purchase three other companies, the 
Great Northern Life of North Dakota, 
the State Life of Montana, and the 
Idaho State Life of Boise. In all three 
cases the Occidental purchased the en- 
tire outstanding stock of the companies 
and deposited funds in bank to pay for 
them.* The examination shows admitted 
assets of $11,787,887; premium income 
for the year $2,022,494, and total income 

7,067,114; capital of $250,000 and sur- 
plus of $251,083. 


ARRANGING FOR CONVENTION 








Philadelphia Life Will Have Its 
Agents at the Home Office in 
September 





The Philadelphia Life is arranging for 
its 20th anniversary convention to be 
held in Philadelphia Sept. 13-14. This 
will give the agents a chance to go to 
Atlantic City to attend the annual con- 
vention of the National Association of 
Life Underwriters. This trip is given 
to every agent who pays for $50,000 of 
business on the annual basis between 
March 1 and August 31. Manager of 
Agencies A. M. Hopkins states that this 
may be a rather small amount to qualify 
for a trip but in view of the fact that 
it has recently contracted with a large 
number of new agents due to its re- 
organizing the field force by putting into 
effect the supervisory system in each 
state it desires to give the new agents 
an opportunity to visit the home office 
and get in touch with the people there. 


Two General Agents Die 


During the past ten days, two gen- 
eral agents of the Union Central Life 
died. On Feb. 23, Frank M. Wheaton 
of Baltimore passed away. He held his 
post there for 15 years. On Jan. 1, F. 
G. Licherman, formerly Union Central 
agent at New York, joined Mr. Whea- 
ton, and he will continue the manage- 
ment of the agency. 

On Feb. 26, Phil. E. Young, general 
agent at Elmira, N. Y., died, after hav- 
ing held his post 10 years. No succes- 
sor has been chosen. 


To Permit Pensions 


ALBANY, Mar. 3.—A bill has just 
been introduced in the legislature here 
amending section 98 of the insurance 
law. The bill permits domestic life in- 
surance companies to provide pensions 
for any persons who are or have been 
salaried officers or employes thereof and 
who may retire by reason of age or dis- 
ability. 





The Business Men’s Assurance of Kan- 
sas City has closed the Muehlebach and 
Baltimore hotels in Kansas City under 
the salary deduction plan. The two 
hotels have approximately 1,000 em- 
ployes. 























STUDY OF MORTALITY 


ANALYSIS OF DEATH CLAIMS 








Practically 50 Percent of the Total Were 
Policyholders Who Were 60 Years 
of Age 





In connection with the death claims 
‘paid by the Northwestern Mutual Life 
last year, an analysis showed that prac- 
tically 50 percent of the total were in 
connection with policyholders who were 
60 or more years old. If all over 50 
years are taken, nearly 71 percent of 
the total death claims are included. The 
nervous diseases contributed approxi- 
mately the same percentage as they did 
in 1924, they being 11.7 for 1925. Deaths 
caused by diseases of the circulatory 
system increased slightly in the percent 
of total. The deaths from casualties or 
accidents declined over 1 percent. While 
automobiles continue to be a factor in- 
creasingly responsible, other causes of 
casualties seemingly are declining in an 
offsetting manner. Suicides were under 
3 percent of the total. 


LUTHER GOES TO BROOKLYN 





Service Man in Chicago Agency of 
Aetna Life Will Enter General 
Agency Firm 





Ennis D. Luther of Chicago who has 
been agency actuary and service man in 
the Aetna Life general agency under 
Manager S. T. Whatley has gone to 
Brocklyn where a new general agenzy 
firm is being organized to represent the 
company. Mr. Luther will be associated 
with Mr. Graham now connected with 
the Aetna Life in New York City, as a 
partner. Mr. Luther has had a thorough 
training in life insurance. He was for- 
merly connected with the Boston agency 
of the Aetna Life. He is a son of Vice- 
President K. A. Luther of the company. 


Celebrates Fishman Month 


The Detroit Life set aside March as 
“Fishman Month” in honor of Morris 
Fishman, vice-president, who is also in 
charge of the Detroit general agency. 
President M. E. O’Brien states that 
Fishman month in March is observed 
because 14 years ago on St. Patrick’s 
Day Mr. Fishman decided to become a 
life insurance man and associated him- 
self with Mr. O’Brien in the Detroit 
Life. Last year in March the Fishman 
agency demonstrated its capacity to 
write $1,000,000 of new business a 
month. The quota set for the month is 
$3,750,000 from all agencies. 

According to James D. Baty, secre- 
tary of the Detroit Life, new written 
business reached a total of $1,712,000 in 
February, making the Michigan busi- 
ness written so far this year, $3,602,000. 
This is an increase of 9 percent over the 
business written in the first two months 
of 1925. The Detroit Life announces 
an interesting program for March, in 
an effort to equal, during March, the 
total business written in the first two 
months of the present year. 


Waring With Northern States 


Roy F. Waring, who was formerly 
connected with the Acacia Mutual Life 
of Washington, D. C., has been ap- 
pointed agency manager for the North- 
ern States Life of Hammond, Ind. He 
is regarded as first class material and 
has had a good training. 


Life Notes 


S. T. Whatley, Chicago manager of the 
Aetna Life, is on a sojourn in southere 
Mississippi. 

Vice-President D. M. Baker of the 
Pacific Mutual Life is on a tri i 
family in Honolulu. tees 


Julius P. Wessel of the Connecticut 
Mutual Life home office, for more than 
23 years head of the policy loan depart- 
ment, has resigned to become secretary 
of the Palmetto Press of Brooklyn, 













































































© by Rupert F. Fry. 


The Hapjes: 


fk) MBARKING Ink wo: 

writing brings fa | 
Some leave it withfny a 
Men who were at aime 
business but have lefthink 
to return to the win v 
previously successfulfain t 
where they found — HA 
It their insurance refs are 
like to hear from sudhen. 


_This Company § ope: 
lowing states: 


California 
Illinois 
lowa -: 
Michigan 
Minnesota 
Oklahoma 


Wa 
Wis 


RUPERT RY, Presi 


The Old Lintife 
Company At 


HomPfice: 
Milwauk@ iscon 








LIFE, ACCIDENT o@EALTH 























March 5, 1926 





LIFE INSURANCE EDITION 





































pgess Thrill 


ine work of life under- 
$@ a pleasurable thrill. 
thiny a regretful pang. 
mime a success in this 
legthink they would like 
wain which they were 
fulfain to tread the trail 
| ® HAPPINESS THRILL. 
regs are clear we would 
udmen. : 


y§ openings in the fol- 


Oregon 
Pennsylvania 
South Dakota 
Texas 
Washington 
Wisconsin 


TARY, President 






ife Insurance 


f America 
fice: 
isconsin 








EALTH INSURANCE 



























































Bruce Lovett | Wr = 
$101,000 Insur ance in 
Four Days Time | 


KANSAS CITY, Mar. 4.—A. Bruce | 
Lovett, of Larned, Kan., district man- 
ager for the Midland Life in West Kan- 
sas, has set a new record for the pro- 
ducers in that company by writing $101,- 
000 of insurance in four days. Starting 
out with a goal of $25,000 in two days, 
Captain Lovett was so successful that 
he determined to continue with addi- 
tional effort, arriving at the end of four 
days at an amount which surprised him- 
self as much as anyone else. The tea- 
son for the setting of the first goal was 
that all the agents of the company were 
making a special effort during the week 
immediately preceding the annual 
agency conference for a_ substantial 
amount of insurance to be presented 
to President Daniel Boone, Jr. on the 
opening of the meeting. 


Mr. Lovett’s Career 


Mr. Lovett has been with the Mid- 
land Life since 1916, and has for the 


and reliability in the community, to- 
gether with a reputation for selling serv- 
ice along with policies. 

The $101,000 of insurance written by 
Mr. Lovett represented 13 cases, nine 
of which were old policyholders. A 
large part of the policies were written 
on the income plan. 








| last two years been the largest in- | 
| dividual producer in the company, 
| writing over $500,000 each year. He 
| has lived in Larned, Kansas, since 1901 
| and has built up a reputation of honesty 
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| Came 17,000 Miles yi 
Join Paci ‘fic Mutual 
Home Office Agency 


T is a far cry from South Africa to 

southern California, but a desire to 

form an agency connection with the 
home office agency of the Pacific Mutual 
Life which had its inception a number of 
years ago in the mind of Norman Cress- 
well of Johannesburg, South Africa, was 
realized when he reported for duty, at 
this agency in Los Angeles recently, 
after a voyage of approximately 17,000 
miles, which took him 57 days. 

Mr. Cresswell was formerly with the 
Johannesburg agency of the South 
African Mutual Life of Cape Town and 
was its leader in production, his annual 
volume of paid for new insurance aver- 
aging approximately $500,000. He is 
a native of England, but went to South 
Africa as a British soldier in the Boer 
war. He fought through the war and 
at its conclusion in 1902 decided to re- 
main there. His experience in life in- 
surance salesmanship dates from April, 
1920, when he entered the Johannesburg 
agency of the South African Mutual 
Life, and was successful in producing 
the equivalent of $525,000 of new in- 
surance the first year. His desire to lo- 
cate in southern California as an agent 
of the Pacific Mutual Life was inspired 
to a great extent by reading in a life in- 
surance journal an address delivered at 
the annual convention of the National 
Association of Life Underwriters at 
Boston in 1920 by John H. Russell, asso- 
ciate manager of the home office agency, 
the subject of which was “Agency 
Building.” 

















| TALKS WITH LIFE 


INSURANCE MEN 





E. BILHEIMER of St. Louis, 

e who talks frequently before life 
insurance meetings, advocates leaving 
part of one’s insurance to children 
rather than centering the entire amount 
on the wife. Mr. Bilheimer declares 
that it is just.as essential to see that 
children are safeguarded and properlv 
provided for as it is to take care of the 
wives. A man may leave all his insur- 
ance to his wife and have the utmost 
confidence in her. Yet she may squan- 
der the money and have nothing left for 
the children. Mr. Bilheimer therefore 
urges men to provide a monthly income 
policy for children as well as the wife. 
Mr. Bilheimer said that he himself had 
provided a continuous income policy of 
$200 a month each for his sons. A friend 
criticized this action saying that a boy 
might be spoiled by knowing that this 
money was left to him. The argument 
was that the boy should be allowed to 
shift for hjmself. Mr. Bilheimer disa- 
grees with this argument. He contends 
that a father is obligated to look after his ; 
son to the verv last. If he leaves any 
estate the son will participate. Un- 
doubtedly he will inherit his share of an 
estate at any rate. Mr. Bilheimer there- 
fore declares that it is just as logical 
and wiser to provide a monthly income 
through life insurance as to provide 
some other form of estate fora son. Re- 


| 


gardless of whether a son succeeds or | 


not Mr. Bilheimer said that the heart 
of a father is with him. 

Another point that Mn Bilheimer 
makes in his talks is that if the husband 
does not pay the premium for sufficient 
life insurance to protect his family the 
wife will do it in an indirect way. In 
other words the wife will be forced to 
work and provide a living for the fam- 
ily. She will have to do what the hus- 
band failed to do. 

os 

R W. STEVENS, president of the 

* Illinois Life, says: “Talk service, 
not price. The trouble with too many 
life insurance salesmen is they labor 
under the delusion that they must talk 
premiums rather than policies; they talk 
price rather than products, with a result 
that their prospects are encouraged to 


compare prices with particular regard to 
what is secured for the price. 

“If you ever had an opportunity to 
observe a mediocre life insurance agent 
in action, you know that he generally 
opens his interview something life this. 
‘Mr. Prospect, how old are you?” When 
he receives the information he begins 
turning the pages of his rate book until 
he finds the page he is looking for and 
says, ‘I can ofter you a policy at an 
annual premium of $34.08 per thousand,’ 
and to which introduction he begins to 
talk about the policy and nine times out 
of ten the burden of his talk will be 
about cash and loan values with but 
very little said as to the real purpose of 
life insurance, viz. the protection of the 
prospect’s dependents in the event of his 
untimely death. 

“The first thought to put into the 
mind of the prospect thus approached is 
the price of the policy which he has 
been advised to consider, and those fig- 
ures, $34.08 stand out more prominently 
in his mind than any other feature to 
which his attention may be directed. He 
is thinking all the time—$34. 08—and 
those figures obscure the view of the 
weeping widow beside the pearl gray 
casket, and the last scene where the 
minister says, ‘Dust to dust and ashes 
to ashes,’ even though the agent does 
undertake to picture to the prospect the 
final scenes in his life drama. 

“Until a desire to possess has been 


| created in the mind of the prospective 





purchaser, he will not purchase at any 
price; and the mere quoting of the price 
of an article, the need and desirability 
which is not well impressed upon the 
prospect’s mind arouses no interest 
whatsoever. 

“No salesman can ever succeed who 
has not first sincerely, earnestly and 
enthusiastically sold to himself the 
article which he desires to sell to others; 
and if you will think back upon your 
own reasons for insuring your own life 
you will find that you did not insure be- 
cause the price was such and such but 
you insured because you wanted to 
secure to yourself and your family the 
benefits of life insurance. 

“The amount of insurance which you 
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“‘Underwriters— 


Notice’”’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 
Promises and Percentages may be made 
to “glitter’-—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 





OPENINGS AT 
Eureka, Calif. 
Fresno, Calif. 

Santa Barbara, Calif. 
Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 


Burlington, Iowa AGES— 

Mason City, Iowa , 

Pueblo, Colo, 1. For Agencies less than five years old 
Denver, Colo. $3, 

Grand Rapids, Mich. | 2. For Agencies up to seven years old 
Cincinnati, Ohio , 

Columbus, Ohio 3. For Agencies over ten years old 


Dayton, Ohio 
Springfield, Ohio 
Enid, Okla, 
Tulsa, Okla. 
Nashville, Tenn. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Norfolk, Va. 
Richmond, Va. 
Roanoke, Va. 

| Yakima, Wash. 


, 


REMEMBER THAT’S JUST 
RENEWALS !!!!! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 





Wenatchee, Wash. For one like it write 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $122,000,000 company 


























Increased Dividends 


The Equitable Life of Iowa announces a 
new, increased dividend scale, making the al- 
ready low cost of insurance in “Iowa’s Oldest 
Company” the lowest in its history. 


In 1925, Equitable Life of Iowa payments 
in dividends to policyholders exceeded the 
payments in death claims by 70 per cent. AN 
OUTSTANDING RECORD! 


EQUITABLE LIFE. 
INSURANCE COMPANY 
OF IOWA Home Office: Des Moines 





Founded: 1867 




















HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of poten- 
tial policyholders back of every door bell. Policies are 
issued on both industrial and ordinary plans from birth 
to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
“THERE IS NO COMPANY LIKE THE HOME” 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 























are seeking to place and the annual de- 
posit required to secure are the last 
things that should be discussed in the 
insurance interview. 

“It is the man who has the big idea 
of life insurance and who is full of en- 
thusiasm about the particular returns of 
life insurance he is offering who gets the 
business; and such a salesman can col- 
lect dollars easier and with better satis- 
faction to his customer than a mere 
price salesman can collect pennies.” 


OST tax experts now agree that 

the best and _ practically the 
only way out of the inheritance tax 
difficulty is provided by a life insurance 
policy having a face amount slightly in 
excess of the amount required to meet 
the inheritance taxes and the costs of 
administration. 

Policies taken out for this specific 
purpose should include a special clause 
describing the object to be accom- 
plished with the proceeds by the ad- 
ministrator or the beneficiary. The as- 
sured may appoint his wife or any friend 
or some financial institution to admin- 
ister his estate and pay all imposed 
taxes. 

The following form, with slight vari- 
ations, is in general use as the clause 
attached to policies, the proceeds of 
which are to be used to pay inheritance 
taxes: 

The proceeds of this policy to be 
 - 00. exnkesnedanebudendas , Trustee, 
for the purpose of prompt payment ot 
all estate and inheritance taxes which 
may be imposed upon the estate of the 
assured. After said taxes are -fully 
paid, any remainder or excess over the 
amount so required shall be paid by 
Ee ere if liv- 
ing, or if not living to the estate of the 
assured. 

*x* * * 

HE life man who is not working as 

many hours in the day as he should 
would do well to reflect that if people 
really knew all the good points about 
the life insurance business, had them 
all well in hand, life insurance agents 
would be unnecessary. If the great 
mass of the people were fully informed 
concerning life insurance they would 
buy it voluntarily. They would go 
after it on the same basis and on the 
same principle that they open up sav- 
ings accounts. Every man wants to 
save, make a success and provide ade- 
quately for his family. He only needs 
to know how. Life insurance pro- 
vides one of the ways, if not the best 


way. 

But the layman knows very little of 
it. As a general rule he knows vaguely 
that life insurance calls for a premium 
that is a financial burden, and that he 
simply has to “die to win.” This is 
the extent of the average man’s life 
insurance education. 

Life insurance is sold by being ex- 
plained. An explanation can be made 
only by the agent who makes calls. 
Calls mean interviews and interviews 
mean business. The implication is 
plain. 

*x* * * 
well informed agent remarked the 
other day that he was selling more 
insurance to men past middle life than 
to almost every class. He said that a 
number of men between 50 and 65 years 
of age, who were taking out insurance, 
is increasing materially. In commenting 

on this subject he said: 

“You will always find that there are 
certain classes of men beyond 50 years 
of age that are good buyers of life in- 
surance. They are usually the men who 
have been college trained, and who come 
into their own about that season. Dur- 
ing their earlier years they were engaged 
in making a reputation, developing their 
business, raising their families and get- 
ting established. Until they reach 50 
years of age, they have but little oppor- 
tunity to accumulate an estate. They 


purchase life insurance up to age 50 
largely as family protection. After that 
time their children are growing up, and 
their estates begin to accumulate. The 
inheritance tax argument then becomes 
an important one. 


They have more 





SHOWS BEST MONTHS 


NORTHWESTERN GIVES DATA 





Interesting Study Made as to Compara. 
tive Production for Different 
Periods of Year 





MILWAUKEE, March 4.—An _in- 
teresting study to ascertain which 
months of the year are best for pro- 
duction of life insurance has been made 
from records of the Northwestern Mu- 
tual Life by William Ray Chapman of 
the agency department. Mr. Chap- 
man’s research covers the relative pro- 
duction by months for the past ten 
years, taking the average production 
per month over this period as 100 and 
rating the comparative production by 
months on that basis. 

March, with a rating of 120, is the 
best month in the year for Northwest- 
ern Mutual agents and is fully ten 
points ahead of January and May, both 
of which are placed at 110. The March 
figure of 120 is thus 20 per cent ahead 
of the average month. April has a rat- 
ing of 105, with December showing 
about 104 and February 103. June is 
the only other month above the aver- 
age, the June figure being close to 102. 

October with a rating of about 98 is 
nearest to normal of the sub-average 
months. November is next with 93. 
July follows with 90, August with 85 
and September with 83. According to 
Northwestern records, September is 
the poorest production month in the 
year and March the best. 

It is significant that the first six 
months of the year have for ten years 
shown production above the average 
and that most of the heavy writing of 
the year is done in January, March and 
May, all months with 31 days. Febru- 
ary, April and June, three shorter 
months, are the lowest in production of 
the first six months of the year, al- 
though above the average month’s pro- 
duction. 

In considering the last five years ol 
the ten-year period Mr. Chapman has 
found that September, October and No- 
vember have shown a higher ratio to 
the average month—in other words 
have come closer to the 100 figure than 
they have during the ten year period 
as a whole. For the past five years Oc- 
tober, instead of being 98 as during the 
ten-year period, passes the 100 mark 
and becomes a_better-than-average 
month. 

This is taken to indicate that in the 
past five years life agents have seen the 
necessity of hammering away at pro- 
duction during the entire year and 1! 
anything, concentrating upon months 
usually termed “poor” in order to bring 
them up to average. 








money at that time to buy insurance 
They begin to see the necessity of pro- 
tecting their estates. They realize more 
and more what would happen in case of 
weath. The death demands become 
more obvious. About that time a man !s 
able to increase his holdings. He is get- 
ting his peak salary or earning his larg- 
est income. He is more wise in his 
judgment and more acute in his intu'- 
tion. He is settled down and does not 
spend his time in riotous living. There- 
fore I find that men of this age are very 
amenable to life insurance arguments. 
I find that I can have more success 1m 
dealing with neople of this age, than at 
almost any other time.” 

*x* * * 


LIENTS are usually willing to give 

an agent the names of persons who 
may be interested in life insurance, but 
some are not. Still others will give the 
names of friends but are reluctant t0 
give those of relatives. 

This reluctance may cost them dear 
as an agent can sharply point out by 
suggesting: “If your brother or your 
brother-in-law dies without adequate 


(CONTINUED ON NEXT PAGE) 
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H. S. ROBINSON DEAD 
PROMINENT COMPANY HEAD 


President of Connecticut Mutual Life 
Since 1918, When He Succeeded 
John M. Taylor 





HARTFORD, CONN., Mar. 4.— 
Henry S. Robinson, president of the 
Connecticut Mutual Life, died yesterday 
at Nassau, Bahama Islands. Mr. Rob- 





HENRY 8S, ROBINSON 


inson was born in Hartford April 14, 
1868. He was graduated from Yale in 
1889. After practicing law for four years, 
he became secretary and general man- 
ager of the trust department of the Con- 
necticut Trust & Safe Deposit Company 
of Hartford. In 1905 he resigned to be- 
come vice-president of the Connecticut 
Mutual. He was elected president of the 
company in 1918, succeeding John M. 
Taylor. 








TALKS WITH LIFE MEN 
(CONT'D FROM PRECEDING PAGE) 


life insurance, his family will not go to 
the poorhouse—they will go to your 
house.” 

This argument has a broader appli- 
cation. Every client probably has rela- 
tives and friends to whom in case of 
trouble he would feel bound by ties of 
blood or duty or pride. It is to his 
own personal interest to see that his 
relatives and friends are in a sound 
financial position. He might not take 
into his home the family of a relative or 
friend left in financial straits, but he 
might feel obliged to give them money 
aid that he could not really afford to 
give or perhaps that he was utterly un- 
able to give. 

It is to the advantage of us all to see 
that others are in good circumstances 
and protected. To help a_ neighbor 
Prosper helps us while the neighbor 
lives, anc helping him when alive helps 
us after he is gone. 

MAN who has been working 

among the general insurance bro- 
kers in Chicago to enlist their support 
tor life insurance in his company, says 
that he finds an entirely different atti- 
tude on the part of the general broker 
toward life insurance in comparison with 
that of the full-time life man. A man 
Writing all kinds of insurance is perfectly 
willing to give a certain amount of serv- 
ice, but it has to be a service that is 
readily obtainable. He chafes at the 
service that the life insurance man is 
accustomed to give. This may require 
research, thought and investigation. It 
probably takes considerable time. The 
Salesman of fire and casualty insurance 
IS alter quick action. He does not want 
to be taxed with a service that is going 
to take a lot of time and require con- 
siderable trouble. 











LLINOIS LIFE INSURANCE CO 














ernleAace 


— 
JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, _ nt the success and the strength 
of the producing force. 





From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 
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The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Excellent Type of Official 


W. R. C. Kenprick of Des Moines, 
state insurance commissioner of Iowa, 
who has tendered his resignation as a 
State official and has also resigned as 
president of the Nationa. CoNVENTION 
or INSURANCE COMMISSIONERS, is a fine 
example of a straightforward, honest, 
conscientious man in public service. Mr. 
KeEnprIcK during his administration had 
the confidence of the insuring public as 
well as the insurance interests. He en- 
deavored to protect at all times the 
companies that obeyed the laws and en- 
deavored to be equitable in all their 
transactions. Mr. Kenprick took a 
prominent part in the Nationa CoNnvEN- 
TION OF INSURANCE COMMISSIONERS and 
at the last annual meeting was elected 


to the presidency of that distinguished 
organization. That shows the confidence 
that. his fellow commissioners had in 
him. 

Mr. Kenprick showed a courageous 
spirit when the batteries of mercenary 
brokers were turned on Iowa company 
stockholders in the effort to buy up 
company shares with the idea of making 
a profit on the sale of companies for 
merger purposes. Mr. KeEnprick ad- 
dressed the stockholders of Iowa com- 
panies warning them against the preda- 
tory attacks of these men who were 
seeking to stampede Iowa companies. 

It is always gratifying to have in as a 
public official a man of Mr. Kenpricx’s 
talents, ideals and vision. 


Life Insurance Salesmen’s Hours 


A wRITER making some observations 
on life insurance agency work the other 
day quoted a man who resided next toa 
life insurance agent. He said that he 
concluded that the life insurance busi- 
ness was an easy one, because his neigh- 
bor left at all times of the day to go to 
work and came home at all times of the 
day to rest. The speaker evidently felt 
that either life insurance soliciting was 
a snap or his neighbor was not accom- 
plishing very much in his work. 

As a matter of fact there is no activ- 
ity that draws so heavily on a man’s re- 
sources as life insurance soliciting. It 
is true that a man can loaf a great deal 
and accomplish but little. The curse of 


the business is the loafer. The man who 
sees in it an opportunity to work and 
win, a chance to render service and make 
money is on the job from morning to 
night, the same as he would be in any 
other enterprise. The life insurance man 
is pretty much his own boss. It is up to 
him to direct his efforts. He can work 
conscientiously or not. He can put in 
an hour or two and always be hard up, 
or he can put in a full day’s work and 
prosper. The life insurance men who 
are making money and who are achiev- 
ing success are not afraid to work and 
put in longer hours than many do in 
other lines. They are adopting a budget 
plan for their time. : 


Litigation Reduced to Minimum 


Tue NorTHWESTERN Mutuat Lire each 
year prints in its agency bulletin a brief 
resume of each case that it has con- 
tested and has not been settled. One is 
impressed with the very few points of 
dispute between claimants and the com- 
panies. The history of the NortTHweEst- 
ERN Mutvat in this case is representa- 
tive of all standard companies. 

The NorTHWESTERN as of Jan. 1 had 
accumulated resisted death claims 
and other claims amounting to $83,330. 


There are 13 policies in dispute. When 
one reads over the conditions causing 
the contests he cannot but feel that the 
company is not resisting payment on ac- 
count of any technical or insignificant 
ground. In a number of cases the in- 
sured disappeared and no satisfactory 
proofs of death have been furnished. 
One of the strongest arguments for life 
insurance is the fact that it is a business 
free from litigation so far as claims are 
concerned. 


Getting a Good Start 


Many life insurance men this year are 
endeavoring to get if possible 60 percent 
of their year’s quota written by June 
30. The feeling prevails that business is 
good now and hay should be made 
while the sun is shining. The first six 
months of the year offer the natural de- 


velopment time for new business. If 
an agent is able to secure 60 percent of 
his quota the first six months he will 
get through the year in great shape. 
More people can be reached the first six 
months of the year than the last six 


months, 








Ben F. Hadley, Jr., son of Secretary 
Ben. F. Hadley of the Equitable Life of 
Iowa, having completed his course in 
life insurance salesmanship in the New 
York University, is now connected with 
the Paul Wendt general agency of the 
Equitable in New York City and is al- 
ready showing up well on the daily lists 
of producing agents which his father 
has to review at the home office. Young 
Hadley has already proven that he is 
“a chip off the old block.” 


W. J. Roddey, manager of the Equi- 
table Life of New York in South Caro- 
lina and eastern North Carolina with 
headquarters at Rock Hill, S. C., has 
been elected a director of this company. 
He is president of the National Union 
Bank of Rock Hili and also of the Vic- 
toria Cotton Mills of that city. He is 
also chairman of the board of the Colum- 
bia National Bank of Columbia, S. C. 
He has been general agent for the Equi- 
table in South Carolina for 36 years 
continuously. 

Julius W. Hamann, superintendent of 
agents for the Mutual Life of New York 
ir Florida, with headquarters at Jack- 
sonville, and Miss Marian McGarry | 
Biack, of Richmond, Va., were married | 
March 3. Mr. Hamann was formerly 
cashier in the Richmond, Va., office of 
the Mutual Life. 

Harry L. Seay, president of the South- 
land Life, has been elected a director of 
Sanger Brothers, a mercantile establish- 
ment operating 'the biggest department 
stores in Dallas, Fort Worth and Waco. 
Mr. Seay, with Clarence Linz of the 
Southland, owns the American Rio 
Grande Land and Irrigation company, 
the biggest irrigation project in the 
world. Mr. Seay is president of that 
company. Mr. Seay has received many 
congratulations upon being named a di- 
rector of Sanger Brothers. 

Jerome Lynch, a well known life in- 
surance man of Pittsburgh, died of an 
epileptic stroke in New York last week. 
The burial was made at Cincinnati. 

An entire jury of twelve men, accom- 
panied by the bailiff of the Criminal 
Court, and some of the lawyers handling 
a case in that court, recently attended 
a get together meeting of Prudential Life 
agents at Louisville. Luther Hancock 
was serving on the jury, and was also 
scheduled to preside over the insurance 
meeting. The criminal jury was trying 
a case, and no juror could be excused 
until the case was completed. Hancock 
told the judge that he had a very im- 
portant engagement, but he could not be 
excused. The suggestion was then made 
by Hancock that the entire jury attended 
the dinner meeting, and the other eleven 
members of the jury agreed, as did the 
judge. They were in charge of the 
bailiff during the period of absence from 
the court. Bailiff Mulligan is alleged to 
have remarked: “Gee, whoever’d think | 
I’d go to a high noon insurance soiree 
on a busy court day.” 


Two prominent Chicago insurance 


western University. This committee has 
supervision over the new buildings being 
erected by Northwestern University on 
McKinlock campus near the lake in the 
Chicago avenue district. Charles P. 


ney & Barbour fire agency is chairman 
of the committee. James F. Oates of 
Hobart & Oates, Chicago general agents | 
of the Northwestern Mutual Life, is a | 
member of the committee. 

E. H. McConkey, president of the Na- | 
tional Republic Life, the new Chicago 
legal reserve company that has just been | 





licensed by the Illinois department, has 


men are members of the McKinlock | 
Campus building committee of North- | 


Whitney of the Critchell, Miller, Whit- | 





E. H. MeCONKEY 


President of National Republic Life 
of Chicago 





| 

had a wide career in insurance. He was 
one of the organizers of the Chicago Na- 
tional Life. He served as rate book man, 
agency director and general agent at one 
time or another with the International 
Life and Reserve Loan Life. The new 
company will not begin writing of busi- 
ness until the new issue of stock is sold, 
giving it $200,000 capital and $200,000 
surplus. Then the capital will be in- 
creased to $500,000. Associated with Mr. 
McConkey in the National Republic Life 
are some of Chicago’s successful business 
men. 


Wendell F. Hanselman, editor-in-chief 
of the agency bulletin of the Union Cen- 
tral, was married recently to Miss Helen 
Beiderwelle and left immediately for a 
short honeymoon trip to New Orleans. 


The Business Men’s Assurance has 
taken out an additional $100,000 of cor- 
poration insurance on the life of W. T. 
Grant, president of the company. This 
makes a total of $150,000 which the com- 
pany carries on Mr. Grant. He has also 
increased his personal life insurance to 
$100,000. 

Mr. and Mrs. Lourence M. Williams 
of New Orleans announce the engage- 
ment of their daughter Miss Katharine 
‘Seyburn Williams to T. M. Simmons, 
superintendent of agents of the Pan 
American Life and son of Vice-President 
E. G. Simmons. The wedding will take 
place in April. Both young people are 
prominent in New Orleans society and 
Miss Williams is one of the most ad- 
mired of this season’s debutants. She 
received the bouquet at Alexis as the 
most popular young woman and was 
crowned queen of the 1926 carnival. Ted 
| Simmons is well known to the life un- 
| derwriters of the north and west as he 
| has attended meetings of the American 
| Life Convention and was very active in 
| the organization of the Junior Associa- 
tion of the American Life Convention, 
he being now its president. 


The Western Ohio agency of the Ohio 
| State Life, of which O. N. Young of 
Lima, is manager, has launched a cam- 
| paign to commemorate the 19th anni- 
versary of the connection of Charles W. 
 Halfhill, district manager, with the com- 
}pany. Mr. Halfhill is also one of the 
| directors of the Ohio State Life. Mr. 
| Halfhill, who is one of the companys 
“big producers, has set a goal of $100,000 
'for March. He specializes in business, 
group and program insurance. The 
Lima office expects to produce $150,000 
of insurance in March in addition to 





| Mr. Halfhill’s allotment. 








March 


Ped: 
eral a; 
chants 
connec 
also g' 
tell w 
the Pa 
ord la 
the m 

The 
pointe 
at Da 
son bt 
connet 
and w 


lahom: 
Life 1 
one 0 
Contir 
ard w 
City. 


GERI 


his he 
He be 
Life ii 
Milwa 
appoit 
centra 
gan W 
in a si 
manag 
John 

field. 

agenc 
ical ¢ 


AND 


Banke 
A 


H. 
agent 
has b 
Tenn 
phis. 
resign 
tary « 
Assoc 
execu 


devel 









| 








March 5, 1926 








LIFE INSURANCE EDITION 





21 








——— 
— 














— ——| 
| LIFE AGENCY CHANGES | 





MERCHANTS LIFE NEW MEN 








Des Moines Company Announces Ap- 
pointments at Los Angeles, Dallas 
and Oklahoma City 





Pedro Gatell has been appointed gen- 
eral agent at Los Angeles for the Mer- 
chants Life of Iowa and will work in 
connection with H. L. Porter, who is 
also general agent in that city. Mr. Ga- 
tell was one of the big producers for 
the Pacific Mutual Life and made a rec- 
ord last October of 100 applications for 
the month. 

The Merchants Life has also ap- 
pointed J. Grady Brown general agent 
at Dallas, Tex. with offices in the Wil- 
son building. Mr. Brown was formerly 
connected with the Minnesota Mutual 
and was a large producer for that com- 
pany. 

A contract covering the state of Ok- 
lahoma has been made by the Merchants 
Life with Hugh P. Howard, formerly 
one of the big producers of the Mid- 
Continent Life of Oklahoma. Mr. How- 
ard will have headquarters in Oklahoma 
City. 


GERMAN IS SENT TO TOLEDO 








Well Known Manager of the Mutual 
Life at Springfield, Ill, Goes to 
Larger Field 





The Mutual Life of New York has | 
appointed D. I. German of Springfield, | 
Ill., as manager at Toledo. He will have 
his headquarters in the Ohio building. 
He became connected with the Mutual 
Life in January, 1905, as a field man in | 
Milwaukee. In November, 1908, he was | 
appointed superintendent of agents in | 
central Illinois and August, 1915, he be- 
gan working for the Milwaukee agency 
in a similar capacity. He was appointed 
manager at Springfield, Jan. 1, 1916. 
John L. Taylor succeeds him at Spring- | 
field. He has been connected with the 
agency since 1907, entering it in a cler- | 
ical capacity. 


ANNOUNCE APPOINTMENTS 





Bankers Life of Iowa Makes H. G. | 
Allen of Memphis Agency Man- 
ager—Stuart Goes to Virginia 





H. G. Allen, for the past 64 years an 
agent for the Bankers Life of Memphis, 
has been appointed manager for western 
Tennessee with headquarters in Mem- 
phis. He succeeds T. W. Faires, who | 
resigned. He served last year as secre- 
tary of the Memphis Life Underwriters 
Association. He is a member of the | 
executive committee of the National as- 
sociation. He is president of one of the | 
largest men’s Bible classes in Memphis, | 
it being in the Temple Baptist Church. 
The class has a membership of nearly 
300. His territory comprises 21 counties. 

Alexander Stuart, agent manager of 
the Bankers Life at Paducah, Ky., is | 
transferred to a similar position in east- 
ern Virginia, taking over the vacancy | 
created by the resignation of T. E. | 
Sebrell & Sons. Mr. Stuart has had | 
charge of the Paducah agency for the | 
last three years. He will probably main- 
tain his office at Richmond. 

The Paducah office will be consoli- | 
dated with that of J. H. Heil of Louis- 
ville. His territory will therefore con- | 
sist of the entire state. 





Clarence Minor 


Wilmer M. Hammond, general agent 
for southern California of the Aetna 
Life, has announced the appointment of 
Clarence Minor as field supervisor for | 
San Diego and Imperial counties, with | 
headquarters in the Spreckels building, | 
San Diego. His duties will include the | 





eissidianaenatantbaaibiaediees National Life Policy from the pay 


New Home of Lincoln 
National Life 





Lincoln National Life Agents 
are enthused about their Salary 
Saving System. Letters telling of 
splendid results are reaching the 
Home Office every day. 


Under the Salary Saving Sys- 
tem the employer deducts the month- | 
ly premium on any form of Lincoln 








of the employee. Individual poli- 
cies are issued and with certain re- 
strictions it is conducted on a non- 
medical basis. 


The Salary Saving System is 
so simple and yet so helpful to the 
agent that it furnishes another sub- 
stantial reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


*‘Its Name Indicates Its Character’’ 





Lincoln Life Building Fort Wayne, Ind. 





More Than $400,000,000 in Force 














development of a full-time agency or- | 
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Are you the man 


for 
Duluth. Minnesota? 


One of the Full Level Premium Legal 
Reserve Companies, well and favorably 
established in the city of Duluth, has a 
real opportunity for the right man. Due 
to unavoidable circumstances, a man is 
needed at that point to take charge as 
General Agent. This Company is not 
unknown in Duluth, in fact it has sev- 
eral hundred policyholders in the city. 


If your training and experience quali- 
fies you to handle sucha position, write 
fully stating your qualifications. Your 
letter, of course, will be held in strict 
confidence. 


Address R-6 
Care of National Underwriter 


FOR THE STATE OF NEBRASKA 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “honest-to-goodness” cooperation now open to a 
man who can demonstrate ability to do a real job of agency building 
in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office Kansas City, Missouri Ralph H. Rice, President 





Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 





ganization in that field for the purpose 
of securing for the Aetna its share of 
the business, and also the extension of 
complete life insurance service to brok- 
ers and agents of other companies. Mr. 


Minor is prominent in San Diego and | 


was formerly connected with the Aetna 
under Frank Salmons... Later he was 
with the Kettler Company of that city, 


leaving them to become general agent of | 


the Missouri State Life in San Diego, 
which position he resigned to accept his 
present appointment. 





Morris G. Fuller 


Morris G. Fuller, a well-known figure 
in Indianapolis insurance circles, has 
been appointed Indiana manaver for the 
Phoenix Mutual Life, with headquarters 
in the Meyer-Kiser Bank building in 
Indianapolis. He succeeds Forrest A. 
Roberts, who managed the state agency 
for a year, and who is entering the in- 
surance business in Kansas City, Mo. 
Mr. Fuller was connected with the 
American Central Life in Indianapolis in 
various capacities for 13 years, but 
joined the Chicago office of the Phoenix 
Mutual a year ago. 





James M. McGaughy 


James M. McGaughy has been ap- 
pointed branch manager of the life de- 
partment for the Inter-State Life & Ac- 
cident of Chattanooga. He will have 
headquarters in the Volunteer State Life 
building at Chattanooga and will super- 
vise the business of Chattanooga and 
vicinity. Mr. McCaughy has been con- 
nected with the Volunteer State Life as 


"a local agent in Chattanooga operating 


under General Agent J. W. Bishop. He 
has been a large personal producer. 





Leslie T. Smith 


Leslie T. Smith, formerly connected 
with the Hessig-Ellis Drug Company of 
Little Rock, has accepted an appoint- 
ment as special agent for the Home Life 
Insurance Company and will work with 


| the Harrison agency in Little Rock, ac- 


cording to an announcement by Gallo- 
way C. Harrison, manager of the local 
agency. 





J. M. Wheelock and J. N. Lochemes 


The Northwestern Mutual Life has 


announced the resignation of Jesse M. 


Wheelock of Denver, Col., as general 
agent for Colorado, New Mexico and 
southeastern Wyoming. Mr. Wheelock 
will be temporarily succeeded by J. N. 
Lochemes, who is acting as cashier and 
who will undertake management of the 
Denver office until appointment of a 
general agent to succeed Mr. Wheelock. 





W. H. Logan 


W. H. Logan has succeeded to the 
position of state manager for Nebraska 
for the Peoria life, with headquarters 
Logan has been in 


at Lincoln. Mr. 








partnership in the management of the 
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NOW OPEN 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary, Rockford, Illinois 


or to 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 


OR GIA 

















business with Den Hunt, but poor health 
and a desire to take a long rest have in. 
duced Mr. Hunt to resign and retire. 





Dr. L. E. Faris 


Dr. L. E. Faris has been appointed 
general agent of the Register Life oj 
Davenport, Ia., for Oklahoma. He will 
have headquarters in Oklahoma City, 





T. W. Faires 


T. W. Faires, formerly agency man- 
ager for the Bankers Life of Iowa in 
western Tennessee, has been appointed 
state supervisor of Tennessee by the 
Philadelphia Life. He will have his 
headquarters in Memphis. Mr. Faires 
started with the Bankers Life in Ten. 
nessee four years ago. 





Register Life Appointments 


J. J. Manney and J. R. Conklin have 
been appointed as general agents of the 
Register Life at Flint, Mich. 

. Dr. L. E. Faris has been appointed 
general agent at Oklahoma City. Fred 
C. Campbell has been appointed as gen- 


eral agent at Lincoln, Neb. 





Life Agency Notes 


Mrs. Robert A. Lyle has joined the 
sales staff of the Equitable Life at 
Chickasha, Okla. 

S. M. Deerhope, formerly state secre- 
tary of the Y. M. C. A., has joined the 
Oklahoma City force of the Travelers. 

John Monroe, who has resigned as 
alumni secretary of Des Moines Uni- 
versity here, has associated with the 
Joseph T. Peterson agency of the Berk- 
shire Li’e in this city. 


Robert G. Allen, formerly of Water- 
loo, Iowa, and newly appointed special 
agent at Des Moines for the Phoenix 
Mutual Life, will assume his duties this 
week. 

Upham & Leach opened a_ general 
agency this week in Fredericksburg, 
Iowa. They will represent the North- 
western Mutual Life, the Mutual Bene- 
fit Life & Accident, and several fire and 
casualty companies. 








A dead issue is mighty hard to revive 
as a certain prominent statesman is find- 
ing out to his sorrow right now. Better 
take a live one of your own. 
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EASTERN STATES | 














WANTS NEW JERSEY CHANGES 





Committee of the Legislature Recom- 
mends a Number of Moves in the 
State Insurance Department 





The joint committee of the New Jer- 
sey legislature in its report it has just 
submitted recommends the complete re- 
organization of the department of bank- 
ing and insurance. It recommends the 
organization of three bureaus, the bureau 
of banking, the bureau of insurance and 
the bureau of building and loan Asso- 
ciations, each to be under a deputy com- 
missioner. The committee recommends 
that the department employ examiners 
who will be paid by the state, the in- 
stitutions examined later being billed for 
the cost of examination and also that 
an actuary be employed. It also rec- 
ommends that the state take supervision 
over fire rating. 


RECOMMENDATIONS OUT 





State Reorganization Committee in the 
New York Legislature Makes 2 
Number of Suggestions 





ALBANY, Mar. 4.—The New York 
State Reorganization Commission, 4 
body appointed by the New York legis 
lature some months ago “to study the 
structure of the state government” and 
to make recommendations for combin- 
ing the functions and departments Ptr 
suant to the constitutional amendment 
approved at the latest general election, 
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would continue the insurance depart- 
ment as now, vesting the power of ap- 
pointing the superintendent in the hands 
of the governor, with the consent of the 
senate. The. tenure of office of the su- 
perintendent to be coterminous with 
that of the governor, and his salary to 
be $12,000 per annum. All changes the 
committee recommends if possed will 
become effective January 1, 1927. The 
superintendent of insurance under the 
present law is appointed-for a three 
year term and draws an annual salary 
of $10,000. James A. Beha, present 
occupant, assumed office July 1, 1924. 
Charles E. Hughes, former Secretary of 
State, is chairman of the general com- 
mission, while the committee on banking 
and insurance is composed of Former 
Governor Nathan L. Miller, chairman; 
Charles D. Hilles, resident manager at 
New York of the Employers Liability, 
and John G. Wickser, chairman of the 
board of the Buffalo Insurance Com- 
pany. 


To Open Office of Issue 


The Western Union Life has an- 
nounced that it will soon open an office 
of issue in New York City to increase 
the efficiency of its service in the east. 
It is expected that the office will be open 
about April 1, and will be located at the 
headquarters of the eastern division of 
the company, 50 E. 42nd street. The 
new office of issue will be under the di- 
rection of Ralph K. Hubbard, vice-presi- 
dent and manager of the eastern division. 





Report on Agency Licensing 


PHILADELPHIA, March 3.—The Phila- 
delphia county insurance advisory board 
last year approved a total of 1,007 ap- 
plicants for licenses. This was divided 
up as follows: 842 applicants for agents’ 
licenses, and 165 for brokers’ permits. 
Out of this 1,007 new agents and brokers, 
710 were approved on their first exami- 
nation, 200 on their second examination 
and $7 on the third. Only five were re- 
fused license for lack of knowledge 
after the third examination. There were 
230 fewer licenses granted than during 
the year previous. 








MISSISSIPPI VALLEY | 


ADVICE GIVEN BY HEIFETZ 
Mutual Life General Agent in Chicago 
Spoke Before the [Illinois 
Life City Staff 

















Samuel Heifetz, one of the general 
agents of the Mutual Life in Chicago 
spoke before the Saturday meeting of 
the Chicago agency of the Illinois Life, 
being introduced by President R. W. 
Stevens. Mr. Heifetz told of his ex- 
perience 15 year ago when he arrived 
in Chicago without friends or money. 
He started on a career in life insur- 
ance that has been notably successful. 
_ He emphasized the necessity for mak- 
ing a good appearance. Mr. Heifetz 
declared that an agent should believe 
firmly in his company and in life insur- 
ance as a great scheme of beneficence. 
He said that he never permits a man 


to tell him that the latter gave him a 
Policy. Mr, Heifetz wants the impres- 
sion left that he himself has done his 


client a favor. He tells the policy- 
holder that it is the agent who has ren- 
dered him and his beneficiary a real 
Service and that he should be under 
everlasting obligation to the life insur- 
ance man for what he has done. 


MAKE OFFICIAL CONNECTIONS 





Succession of Iowa Insurance Commis- 
sioners Have Taken Company 
Offices 





DES MOINES, Mar. 3.—When Ray 
A. Yenter, of Iowa City, became Iowa 
surance commissioner here this week, 
Succeeding W. C. Kendrick, who 


heen” last week to accept an execu- 
re 


Position with an insurance com- 





pany, to be announced later this month, 
he became the fifth Iowan to occupy the 
commissioner’s chair, created in 1914. 
Mr. Kendrick becomes the third com- 
missioner to resign and accept a posi- 
tion with an insurance company. A. C. 
Savage, Mr. Kendrick’s predecessor, left 
the office to become vice president of 
the National American of Burlington, 
lowa, which was later absorbed by the 
Royal Union, of which company he is 
now vice president. Emory English, 
the first commissioner, left the office 
to become head of the Iowa Bonding, 
now a part of the Southern Surety. In- 
cidentally, Mr. English is now secretary 
of the Des Moines chamber of com- 
merce. J. F. Taake, the second com- 
missioner, is now deceased. 

The Iowa department is now a large 
one, last year supervising 750 companies, 
associations and societies, which are 
either licensed in or have home offices 
in the state. Insurance securities now 
on deposit with the department totaled 
$228,090,131, the first of January, this 
year. 





Held Annual Meeting 


With about one hundred persons at- 
tending, the banquet of the North 
American Life was held at the Courtland 
Hotel at Kokomo, Indiana, in connec- 
tion with the Indiana state convention. 





SIFFS IIIS KK 
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Empire Mutual 


Life Insurance Company 
of the United States 


a7 


Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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enter additional states. 


with us. 


ment. 





Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


“Personal Proposal’ 


AVE you ever had a partially interested prospect dismiss you in a way 
which plainly indicated that he had not understood or remembered 
what you said? 

Agents working under the American Central Plan avoid this difficulty 
through the Personal Proposal. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states and under certain conditions will 


Details of the American Central Plan and our methods 


of operation will be given gladly to any one interested in considering a connection 





AMERICAN 
CENTRAL 
LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 





NUMBER NINE IN A SERIES OF INFORMATION ADVERTISEMENTS 





























THE NATIONAL 


UNDERWRITER 


March 5, 1996 

















Nation Needs More Life Insurance Agents 


To serve this nation adequately there is need of a still 
larger army of capable, conscientious, industrious men and 
women, to supply the wondrous saving and protective 
service of life insurance to businesses, and homes, and indi- 
viduals. 


A connection with this Company is especially attrac- 
tive because of the quality of service alike to Agents and 
policyholders, because of the up-to-dateness of policy con- 
tracts, because of its Agency publications and advertising 
literature, and because the spirit of comradeship between 
Home Office and Field is very real. We have room for 
men and women who are content with nothing less than 
the best in equipment, service, and ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 




















buyer of 
National Underwriter Company, 


“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 


“Easy Lessons in Life Insurance.” a text and review book with quiz supplement. 8) Me 
1362 Insurance Exchange Chicago 8 
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of the organization. Officials, including 
Guy Howard of Kokomo, state manager, 
reported that the business so far in 1926 
is far ahead of recent years. Mr. How- 
ard recently located at Kokomo with 
offices in the Sharp building. Kokomo 
is to be the future state office of the 
company. 





WISCONSIN FUND OPERATIONS 





Material Increase in Amount in Force 
Shown Since Limits Were 
Raised Last Year 





Operations of the state life fund in 
Wisconsin have a little more than the 
usual interest because of the fact that 
they are conducted without any agency 
representation. This fund is conducted 
by the state of Wisconsin through the 
state insurance department and is now 
writing all standard forms of life insur- 
ance in amounts of $500 to $4,000. Since 
June, 1925, when the maximum amount 
that could be issued on a single life was 
changed from $1,000 to one-half of 1 
percent of the total amount of insur- 
ance in force, the limit has increased 
from $1,000 to $4,000. 

In 1925 the amount of insurance in 


| force increased from $556,800 to $743,- 














Our Agents Have 


A Wider Field— 


An Increased Opportunity 


Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 


Semi-annual or Quarterly Premium plan. 
Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 


for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 

















800, an increase of 3314 percent over the 


amount in force at the beginning oj the 
year. From Jan. 1 of this year to Feh 
15 the amount in force has iner: ased 
$59,000 or 7% percent of the amount jn 
force the first of the year. With ‘the 


higher limit, and a wider interest in the 
life fund, the amount that will be written 
in 1926 is expected to exceed that writ- 
ten in 1925 by a large margin. 


On Dec. 31, the books of the life 
fund showed admitted assets $159,693: 
liabilities, $142,084; surplus, $17,608. 
There was an increase in surplus of 


nearly 16 percent during the year. The 
fund also returned to policyholders, diy- 
idends amounting to more than 20 per- 
cent of all premiums received. 





Cowan’s Agency Conference 


James M. Cowan, general agent of 
the Northwestern Mutual Life at Aur- 
ora, Ill., will hold a conference of his 
agents at Urbana, Ill., March 5. Mr. 
Cowan’s agency produced paid for busi- 
ness last year of $8,175,000. There will 
be business sessions at the Urbana-Lin- 
coln hotel and the affair will be con- 
cluded with a dinner at which Sir. 
Cowan will preside as toastmaster. 

Dr. S. S. Huebner of the Wharton 
School of Finance of the University ot 
Pennsylvania will talk on “Life Insur- 
ance and the Life Value.” Charles H. 
Parsons, superintendent of agenctes ot 
the Northwestern Mutual will discuss 
“Opportunities and Responsibilities” 
and M. H. O. Williams, assistant super- 
intendent of agencies will have “Success- 
ful Salesmanship” as his topic. J. Y. 
Mamlin will preside as chairman of the 
afternoon business conference. 





Transfer Is Completed 


Transfer of all records of the Medical 
Life of Waterloo, recently merged with 
the Royal Union Life of Des Moines, 
has been made to the home office of the 
latter company in Des Moines. A. M. 
Lydon, office manager of the Medical 
Life, has been transferred to Des 
Moines, to join the Royal Union staff. 
The Insurance Loan and Investment 
company, an affiliated company of the 
Medical Life and formerly occupying the 
same floor in the Lafayette Building, re- 
tains its lease and is now branching out 
in the bond and real estate business. I. 
G. Londergan, former manager of the 
Medical, is remaining in Waterloo with 
the Investment company. 





Heifetz Agency Goes Strong 


The Samuel Heifetz Agency for The 
Mutual Life of New York, established 
on Jan. 1 in Illinois Merchants Bank 
Building, Chicago, reports a very grati- 
fying volume of business for February. 

The increase over Januarv by the 
agency was all the more noticeable be- 
cause it represented slightly less than 
a 100% increase. In January this new 
agency paid for $600,000 of business, 
whereas in February it paid for slightly 
less than $1,200,000 of insurance. 

The rapid growth in its agency organ- 
ization necessitated larger quarters addi- 
tional to its present suite of offices. 

It is quite remarkable that a new 
agency which has been functioning but 
two months and with a small staff 
should not only have outgrown its pres- 
ent offices so quickly. but evidence of the 
high quality of its agency personnel is 
reflected by the fact that the Heifetz 
Agency since Jan. 1 has already written 
over $4,000,000 of insurance. 





Penn Mutual Meeting 


SPRINGFIELD, ILL., Mar. 4— 
Agents of the Penn Mutual Life Insur- 
ance company from 10 IIlinois cities 
held an all-day inter-city meeting March 
1 here with 35 agents present. Victor J. 


Ryan, general agent here for the Penn, 
was host to the visitors from the seve" 
counties in his territory and Benjamin 
F. Brooks, 


from the home office, ad- 
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dressed the members. Ralph Fischer, 
St. Louis, was speaker and leader and 
talks were made by A. E. Veith, St. 
Louis; Ira Fischer, St. Louis, and 
Phillip H. Gregg, Peoria. 


Pan-American Life Rally 

SPRINGFIELD, ILL., Mar. 4.—Cen- 
tral Illinois agents of the Pan-American 
Life attended an agency meeting here 
March 1 at which Dr. E. G. Simmons, 
vice president and his son, Ted M. Sim- 
mons, assistant superintendent of agents, 
manager of the accident and health de- 
partment and sales planning department 
head, were guests of honor. 


Continental Assurance Meeting 
MADISON, WIS., March 4.—The 
Neckerman Agency, state agents tor 


- the Continental Assurance of Chicago, 
have just completed a three days’ sales 
school for its salesmen throughout the 











state. The course was conducted by 


two officials of the home office at Chi- | 


cago, Dr. H. W. Dingman, medical di- 
rector, and L. L. Johnson, assistant man- 
ager. The subjects studied included an 
outline of modern sales methods in life 
insurance and the special features 
covered by Continental policy contracts. 

A special dinner at which Col. Joseph 
W. Jackson, Harry L. French of the 
Northwestern Mutual and Senator O. H. 
Johnson were guests. 

Those present were Walter A. Kruger, 
Green Bay, James T. O'Connell, Kau- 
kauna; Anton Schroedl, Manitowoc; 
Frank Conley, Columbus; W. C. 


LIFE INSURANCE EDITION 


| 


Gau- | 


sche, Racine, Sydney G. Patey, Neills- | 


ville; E. L. Wicker, Colby; A. W. 
Young, Wausau; John L. Hicks, Ritchte 
D. Lewis, Joseph G. Comeford, J. J. 


Sinagub, S. H. Stuart, Robert M. Parr, | 


L. G. Breckler, A. J. Hagan, E. 


D. Par- | 


ker and R. J. Neckerman, all of Madison. | 





IN THE SOUTH AND SOUTHWEST 











LIFE & CASUALTY MEETING 


Tennessee Company Holds Large Con- 
vention of Agents and Managers Who 
Met Qualifications 


NASHVILLE, TENN., Mar. 3.—The 
Life & Casualty of Tennessee held its 
annual convention at the home office the 
latter part of last week. About 114 man- 
agers and agents had qualified, and ap- 





proximately 325 attended the banquet. | 


The annual statement was presented at 
the meeting, showing that the company 


now has in force $105,000,000 of ordinary | 


and industrial life insurance, a gain of | 


$14,000,000 over the 1904 figures. The 
assets are $5,248,944 and the surplus not 
including capital is $579,017. The com- 
pany has capital of $1,000,000 increased 
from $800,000 the first of the year. The 


chief speaker at the banquet was Com- | 


missioner A. S. Caldwell. 


The Life & Casualty has inaugurated 


a thrift drive in Birmingham, Ala., in 
which it expects to enlist 5,000 young 
people each pledged to save $1 a week. 
At the end of 20 years the savings of 


these young people will amount to 
$5,000,000. The drive is being handled 
by C. C. Adams, district manager at 


Birmingham, Ala. 


Held District Meeting 
OKLAHOMA CITY, Mar. 3.—A dis- 


trict agency meeting was held by the 
Northwestern Mutual Life at the Huck- 
ins hotel last Saturday, under the direc- 
tion of Russell Law, district manager. 
The district comprises the western half 
of Oklahoma. Principal speakers from 
the home office at Milwaukee, Wis., were 
Joseph P. Gallagher, assistant superin- 
tendent of claims, and William Ray 
Chapman, agency superintendent. A 
luncheon was given for the agents at 
noon and a banquet the same evening at 
the Huckins hotel. 





License Texas Educational Mutual 


The Texas Educational Mutual Life 
Insurance Company of College Station, 
Tex., had its charter approved and filed 
last week by the attorney-general and 
insurance commissioner, respectively. It 
is the first Texas concern to propose to 
do a mutual legal reserve life business. 
Incorporators are C. A. Thanheiser, A. 
P. Rollins, H. H. Usekart of Houston; 
Marion §S. Church, Joe Utay, A. Y. 
Shiels, Dallas; E. P. Hunter, Waco; 
Carl C. Kruger, San Antonio; H. H. 
Braunig, Beaumont and T. P. Hoffer, 
Ft. Worth. The Agricultural & Me- 
chanical College of Texas is located at 
College Station and the latter’s incor- 
porators are ex-students of the college. 
This gives the impression that the new 
ie concern is to specialize in writing 
susiness on the lives of educators and 
lormer students of the college. 





PRESIDENT JONES IN HOUSTON 





National Chief Headed Up Festivities 
Staged by Local Association Last 
Week 





HOUSTON, TEX., Mar. 4.—Frank 
L. Jones, president of the National As- 
sociation of Life Underwriters, was 
given a grand turnout when he visited 
Houston last Thursday. Every minute 
of the day from the time he arrived 
Wednesday night to a big banquet at 
the Rice Hotel Thursday night was 
taken up. 

Mr. Jones spoke to students at the 
Rockwell insurance school Thursday 
morning, attended an executive staff 
meeting at noon, rode around the city 
in the afternoon and spoke at a banquet 
that night at which 80 persons attended. 
Bankers, life insurance agents and offi- | 








GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CALIFORNIA 


Has an opening for AGENCY SUPERVISOR to cover 
the California field. The services of a man of high char- 
acter and experience in this work are desired. Must have 
successful record in securing, training and developing life 
insurance salesmen. 


Company also considering similar appointment in 
Middle West. 
"Address applications to: 
W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 

















DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, and the notable 
changes and developments now marking its history in meeting the requirements of in- 
creasing demand and a quickening growth are evolved from almost a century of experience 
and success 

Policy contracts completely revised in 1925. New contracts attractive in appearance, 
phrased in every-day language “easy to read,” easy to understand and to construe, They 
contain all the old provisions justified hy experience and all the new warranted by science 
and by the knowledge of experience. Improved Disability and Double Indemnity Benefits— 
under new provisions 

Salary Deduction (allotment) Plan of insurance now written by the Company 

Children’s Insurance now written on standard forms, ages 10 to 15, 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A majority of policy loans granted locally at Managing Agency Offices. 

The Company writes all standard forms of insurance. Same terms to men and women, 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit and new demand of the times 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street : - New York City, New York 
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53.3% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 





Once a Policy- 
holder—Always 
a Prospect. 


MILWAUKEE, WISCONSIN 





W. D. Van Ovke, President 
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In Four Years 


The National Savings 
Life Insurance Company 


—made an average annual gain in their paid for business 
of ever 110%. 

—increased their assets nearly 200%. 

—increased their net reserve over 300%. 


Progress Made 
Pa oe - = $1,134,000.00 


- = $1,908,731.00 
1924 - - - = © = = = = = = = = $4,941,752.00 
1925 - - «© © «© © © = = = © = = = = $10,153,092.00 
Operating in Kansas, Illinois, Missouri, Arkansas and Texas. | 
The “National Savings Life” is one of the young progressive 
Western Companies which offers the producing agent unusual 

opportunities. 
For full particulars, get in touch with our nearest branch office— 
or write direct to the Home Office 


NATIONAL SAVINGS 
tot iS 


INSURANGE GOMPANY 
National Savings Bldg. Douglas at Emporia 


HOME OFFICE—WICHITA 


Little Rock, Arkansas St. Ji h, Missouri 
St. Leute Missouri Dallas, Texas 
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The AEtna Life 
Merchandising Plan 1926 


Each page of the Monthly 
Merchandising is keyed for 
proper filing, giving to the 
General Agent a complete 
file of every type of policy. 
Any piece of advertising, 
which has been included in 
any previous monthly issue 
of the merchandising plan, is 
available from the home office 
at any time. 


S. T. Whatley 


General Agent 


fEtna Life Insurance Company 
Illinois Merchants Bank Bldg. 
PHONE STATE 3380 


CHICAGO ILLINOIS 























cials of the chamber of commerce were 
present. 

Ike Hill, president of the local under- 
writers club presided at the banquet. 
Those making addresses included H. G. 
Hewitt, manager of the life department 
of Cravens, Dargan & Co., Dr. Charles 
Rockwell, Mr. Hill, Guy MacLaughlin, 
south Texas manager of the Franklin 
Life, and Mr. Jones. 


Tell of Bank Cooperation 


That the life insurance companies and 
the banks and trust companies are co- 
operating with each other more and 
more each day was the thought ex- 
pressed in the addresses. In connection 
with this movement Mr. Hewitt an- 
nounced that Doctor Rockwell would 
conduct classes for trust company and 
bank officials between the hours of 3:30 
and 4:30 p. m. Wednesday, Thursday 
and Friday of this week. 

Already several Houston bank offi- 
cials have signified that they will at- 
tend the sessions along with life insur- 
ance men interested in this phase of the 
business. 

Mr. Jones repeated the slogan, “The 
banks take the principal from the public 
and return interest and life insurance 
companies take the interest and return 
principal,” to illustrate how closely the 
two businesses are joined. So close are 
the two financial organizations linked 
together that they are now careful when 
holding conventions so that officials of 
the National Association of Life Under- 
writers can attend meetings of the 
American Bankers association and vice 
versa, he said. 

Mr. Jones also outlined the work done 
in the United States by big life insur- 
ance companies along the lines of health 
promotion and how the average span 
of human life had been lengthened to 
56 years compared with a 48 year span 
a decade or so ago. 


See Educational Progress 


Mr. Hewitt made a prophecy that in 
20 years insurance schools similar to the 
Rockwell Institution would be a com- 
mon thing instead of an almost un- 
heard of proposition as at present. The 
decentralization of the educational idea 
for life insurance training has only 
started, he said. Doctor Rockwell was 
pictured as the pioneer in this field 
which offers unlimited possibilties. 

Dr. Rockwell expressed great satis- 
faction regarding the growing tendency 
of life insurance companies and banking 
institutions to co-operate with each 
other. 

Mr. MacLaughlin introduced the 
guest of the evening by outlining his 
past work. He said that the Equitable 
office at Indianapolis of which Mr. Jones 
is manager produced $12,000,000 in in- 
surance last year. 

Mr. Jones left Thursday night for 
El Paso and will go from there into 
California and later complete the circle 
back to his home town. 


Plan Annual Meeting 


Agents of the Lincoln Life will hold 
their annual meeting at San Antonio on 
March 15, 16 and 17, it was announced 
this week by O. D. Douglass, state agent. 
It is expected more than 200 agents will 
attend the meeting. 








Interstate Shows Progress 


The Interstate Life & Accident in its 
annual statement showed total assets of 
$532,672. The company has $150,000 
capital, $51,285 surplus and in addition a 
contingency reserve of $35,921, making 
a total surplus to policyholders of $237,- 
206. The assets increased 22 percent 
in 1925. The income in 1925 was $960,- 
611. The company has $8,858,044 of life 
insurance in force. 


Blanton Becomes Supervisor 

Howard Blanton, general agent at 
Columbia, S. C., for the Minnesota Mu- 
tval Life, has been appointed eastern 
supervisor of agencies with all agencies 
of the company east of the Mississippi 
river and south of the Ohio river under 
his supervision. He is succeeded at 





Columbia by Wade J. Fowler, formerly 

with the Southeastern Life. Mr. Blan. 

ton went to Columbia in 1920 from Rich. 

mond to become general agent for the 

Minnesota Mutual. He was formerly 

superintendent of agents for the Atlanta 
ife. 


Miller “Most Efficient Agent” 


Sidney P. Miller of Dallas, winner of 
the most efficient agent contest of the 
Southland Life, will receive $10 each 
month for one year from the company 
as a reward for having qualified as the 
ideal agent. 


Cosmopolitan Had Good Year 


The Cosmopolitan Life of Memphis, 
Tenn., enjoyed a good year in 1925. The 
surplus has been doubled. The weekly 
debit is now close to $4,000. The com- 
pany closed the year with over $7,000,- 
000 of insurance in force. The increase 
in insurance in force for 1925 was over 
$3,000,000. The premium income last 
year was $30,000 more than for 1924, 
The company is expanding and it is the 
intention soon to have Tennessee covy- 
ered thoroughly. The claim experience 
the past year has been good. The busi- 
ness for this year so far has shown an 
improvement over 1925. 


Tax Bill Still Pending 


A bill levying a one-eighth of 1 per- 
cent additional tax on premiums of in- 
surance companies doing business in 
Virginia except the home mutual com- 
panies was still before the legislature of 
that state this week. At a hearing be- 
fore the senate finance committee last 
week, representatives of companies ap- 
peared in opposition to the bill declaring 
that the tax was not needed and further- 
more it would make Virginia have the 
highest average tax of the kind in the 
United States. Among the company rep- 
resentatives who addressed the committee 
were Charles G. Taylor, Jr., assistant 
manager and actuary of the Association 
of Life Insurance Presidents; Robert H. 
Angell, president of the Shenandoah Life 
of Roanoke, Va.; Andrew D. Christian, 
counsel for the Atlantic Life; and Bev- 
erly C. Lewis, Jr., secretary of the Vir- 
ginia Fire & Marine. 


Holding Training School 


The three weeks’ training school con- 
ducted by the Aetna Life at Little Rock, 
Ark., through the Gordon H. Campbell 
agency, under the supervision of H. P. 
Gravengaard of New York is now in ses- 
sion. The meetings are being held in the 
local Aetna agency office which has been 
fitted into a class room. A total of 35 
men and women are attending the 
classes. 














Company Shows Fine Growth 


A year ago the Seaboard Life was 
formed and located in an office of two 
rooms in a downtown building at Hous- 
ton. Today the company has progressed 
to the extent that almost the entire 13th 
floor of the Post Dispatch building is 
occupied by offices of this insurance firm. 

Officials of the company each have 
their private office. The bookkeeper and 
cashier have a department and the medi- 
cal department represents an investment 
of thousands of dollars with x-ray ap- 
paratus and other medical machines of 
the most expensive make in the state. 

The agents have an assembly room 
equipped with desks and chairs where 
daily instruction and meetings are held. 








PACIFIC COAST 

















FIRST HOSPITAL CLAIM PAID 





Million Dollar Campaign for Benefit of 
Children’s Orthopedic Institution 
Bears Early Fruit 





SEATTLE, Mar. 4.—The campaign to 
secure endowment insurance in favor 
of the Children’s Orthopedic hospital 
conducted by the life underwriters 0 
Washington last year recently bore 1ts 
first fruit when a check for $1,000 bear- 
ing the name of the Idaho State Lile 
was paid to the hospital treasurer. he 
check was presented by O. E. Bailey, 
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who wrote the policy a year ago. Mr. | gress concluded with a banquet tendered 
Bailey at that time was with the Idaho | by President George I. Cochran to the 
State Life, which has since been rein- | agents and members of the family. | 
sured by the Occidental. More than | About 400 attended the banquet. 
$1,000,000 was raised in the campaign | aetna 
which had as its purpose the endowment : 
of the hospital for the benefit of crippled Green Joins Coates Staff 
children. W. Dwight ‘Mead, Pacific W. C. Green, assistant actuary of the 
Mutual, who was general chairman of | renga gre ~~ 2 a, 
_ : | o n e organization o 
the ——~ oa aes ant - | Barrett N. Coates, consulting actuary of 
H. ; uigiey, Seattle agent of the | san Francisco, whose growing business 
Northern Life, one of the campaign com-| has necessitated increased technical 
mittee who explained to the public the | assistance in order to give adequate 
new idea of endowing a hospital through | service to clients. Mr. Green has already 
insurance, were present at the payment | entered upon his new duties. He grad- 
f the first claim. uated from the University of Utah, spe- 
o cializing in mathematics, and later 
taught in the mathematics department in | 
| the University of Michigan, where he 


Pacific Mutual Sales Congress | became interested in insurance and took 
|a master’s degree in actuarial science. 


The home office ageacy of the Pacific He then accepted a position as assistant 
Mutual Life celebrated its 19th anniver- | actuary with the Inter-Mountain. On 
sary by holding an all day sales congress | leaving the company he not only severed 
this week. Frank L. Jones, president of | his own connection but took with him 
the National Association of Life Under- | as his bride Miss Ruth Ensign, secretary 
writers spoke on “Latent Power.” John | to President J, O. Carter. 

M. Holcombe, manager of the Life In- 
surance Sales Research Bureau, gave a 
talk on “The Everyday Life of the 
Agent.” Professor C. A. Gummerce of 
the University of Southern California | 








Commissions Increased 


The Western States Life announces 
that first year commission rates on pre- 
spoke on “How and Why a Sale Is_| ferred ordinary life and preferred 20- 
Made,” and C. C. Day, president of the | payment life policies are increased to 
General Agents’ Association and general | 40 percent to full time and 35 percent 
agent at Oklahoma City, also gave an| to part time agents. The first year 
address. John H. Russell, associate | commissions on premiums for special | 
manager of the agency, gave a valuable | benefits attached to these policies will be 


talk on educational insurance. The con- | 25 rfercent. 











IN THE ACCIDENT AND HEALTH FIELD | 

















OBJECTIONS OVEREMPHASIZED | under a law which apparently applied 
to life insurance policies only.” 





F. L. Templeman of Maryland Casualty | 
Takes Up Bugaboo of Waivers 
and Cancellations 


Provident L. & ‘. Convention 


Announcement has been sent to the 
field force of the shot ce —_ & a 
cident of Chattanooga that the annua 

BALTIMORE, Jan. 19.—F. L. Tem-| agency convention will be held this | 
pleman, manager of the accident and| year in Philadelphia, Aug. 16-18, with 
health department of the Maryland Cas-| headquarters at the Bellevue-Stratford 
ualty, considers that the drawbacks in! Hotel. The program will also include 
connection with that class have been) one day in Atlantic City. Heretofore 
greatly overstated. the Provident conventions have always 

“There is a feeling on the part of some | heen held in Chattanooga or vicinity, 
of our agents,” he said, “that the acci-/| jast year’s meeting being at the Signal 
dent business is productive of too many | Yoyntain Hotel. 
requests for waivers and cancellations, To qualify for the convention, it is | 
and that being a personal proposition | necessary for an agent to “make” the | 
with the insured, he feels so keenly any | Provident Club. Those who double that 
intimation that he is an impaired or an | production “make” the Maclellan Circle 
uninsurable risk that he is liable to take | and are entitled to take their wives to 
away from the agent and the company | the convention at the company’s ex- 
other and larger lines of insurance that pense. It is expected that there will 
may be carried by him personally or | he 100 or more in attendance. 
in his business. 

“Occasions in which the company is | 
— to reject, cancel, or restrict a | 
risk for acci Ith insurance are | 3 pp 
aa ae to — the effect on field, but recently with the Chicago office 
any one agency practically negligible, | of the Washington Life & Accident, has 
and I might add that considerable more | been appointed ; superintendent. of the 
than 50 percent of such cases involve | Springfield district of the company and 
impairments for health insurance only. | will change the headquarters from Pe- 
In October last, which was an average | oria to Springfield. Offices will be im 
month, we handled 8,696 new and re-| the Ridgley Bank building. 
newal risks for accident only and for 
accident and health insurance—6,290 re- East vs. West Contest 
newals and 2,406 new applications. Out The accident department of the Em- 
of this number we requested the can-| ployers Indemnity is conducting a pro- 
celing, rejecting or restricting of just 61,| duction contest between the east and | 


less than three-fourths of 1 percent. west, running from March 1 to May 1. 
“We try to cover under bo accident | The eastern division includes Alabama, 
y Connecticut, Florida, Georgia, Illinois, 


Policy what the average man’s idea of Indiana, Kentucky, Maine, Maryland, 








Aull Moves to Springfield 
G. R. Aull, former resident of Spring- 














THE OLD LINE 


CEDAR RAPIDS LIFE | 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 
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Seventy-Five Years Ago 


the Massachusetts Mutual Life Insurance Company was organ- 
ized by a group of men with unusual foresight. They conceived 
an —— that would create a personality of strength and 
frien » and conduct its affairs so as to win and hold the 
confidence of policyholders. 

During all these years this institution has faithfully maintained 
the spirit of service inaugurated at its birth. Today it ranks with 
the best companies in the country and is known throughout the 
land as The Company of Satisfied Policyholders. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 











CAN YOU QUALIFY | 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 


DES MOINES - = += = «= IOWA 




















an accident is, without any refinements | yassachusetts, Michigan, New Jersey, | 





of language or of phraseology. We)|New York, North Carolina, Ohio, Penn- | 
have, it is true, what might be termed | sylvania, Rhode Island, South Carolina, 
borderline cases, but they are compara- Tennessee, Virginia and West Virginia, 
tively infrequent and each case is de- while the western sector takes in Ar- 


: : = kansas, California, Colorado, Idaho, 
cided on its merits, always with the Iowa, Kansas, Louisiana, Minnesota, 


idea in mind that payment should be! yissouri, Montana, Nebraska, New Mex- 
made if it is possible to justify it from | ico, North Dakota, Oklahoma, Oregon, 
the facts that we have. | South Dakota, Texas, Utah, Washington, | 
“The tendency to avoid controversy | Wisconsin and Wyoming. 
and litigation is indicated by the fact | 
that we have pending under accident | 
and health policies but 11 suits, at least | 
2 of which will be dropped. The past 











Connecticut General Contest 
The Connecticut General Life has an- 
nounced a contest for new paid accident | 
year the onl i 5 A business to run from March 1 to Aug. 31. | 
which there = mye moo ogg Frys he | All general agencies for purposes of 
i as no question that the | the contest are in one of four divisions, 


insured committed suicide and the court | depending on the amount of the agency 


| 


held we could not present our evidence | accident allotment already assigned, and 


ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 
A progressive up-to-date company with a program of 
expansion and growth. 











All Texas is our field. 








“The Fast Growing Company of the Southwest” 
San Antonio, Texas 
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Sd? : 
Why It Pays to Tie Up With 
The Ohio National 


Rejections in 1925 less than 134%. 

Policies issued as applied for, greater than 93%. 
Policies issued on modified basis, 5%. 

Actual to expected mortality, 39%. 


90% of all business renewed in 1925. 

5% interest will be paid in 1926 on money left 
with the company. 

Dividends paid on all paid out policies. 


Disability, double indemnity, modern policy con- 
tracts, Juvenile Policies. 

Non-cancellable accident and health insurance 
on select risks. ' ; 

Permanency of contract as shown by small turn- 
over and long time service of our agents. 














General Agent Wanted for Cincinnati 


Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
ler Sup’t of Agents 


President 




















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
+ 


ife Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 


One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 





One Company 
40 Popular Life Forms 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


OHIO 





COLUMBUS, 




















If If 


Territory does make a difference You are a producer 


If If 


Close cooperation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 




















awards will be for the highest per- 
centage of the total allotment for six 
months, paid for during the contest 
period. A bronze plaque suitably in- 
scribed will 


| 


agency and the runner up in each class 

Special recognition also will be given 
to the individual agents paying for $599 
or more in new accident premiums dur. 


be awarded the winning ' ing the contest period. 











| WITH INDUSTRIAL MEN 








NEWS OF THE PRUDENTIAL 


Several Live Agents Have Been Noti- 
fied of Their Appointment as 
Assistant Superintendents 


The leader in ordinary net issue 
among Division E of the Prudential 
assistant superintendents is William J. 
Rogers of Butler, Pa. 

Hugo G. Lindgren, who was appointed 
an agent at Peoria, Ill., June 7, 1920, has 
been made an assistant superintendent. 
George T. Field, who was appointed an 
agent in New York 5, Feb. 25, 1924, has 
been made assistant superintendent. 
Herbert E. Wing, who was appointed 
agent in New York No. 2, April 10, 1922, 
and transferred to New York No. 8, last 
year, has been made an assistant super- 
intendent. 

Martin Printz, who was appointed 
agent in New York No. 1, March 24, 1924, 
and transferred to New York No. 4, last 
year, has been made assistant superin- 
tendent. 

Walter Gatt, 
company since Aug. 11, 1913, and operat- 
ing as assistant superintendent in 
Buffalo No. 2, has been transferred to 
New York No. 3. 

During the special period of ordinary 
activity which extended from Feb. 8 to 
Feb. 17, Division G came within striking 
distance of attaining its goal of $10,000 
per man. Many agents exceeded this 
figure by a large margin, the particular 
star being Agent B. W. Swartz of South 





who has been with the | 


Bend, Ind., who wrote more than $100,000. | 


Others who especially distinguished 
themselves were Agents C. G. Gordon of 
Anderson; W. Davis of Gary, Ind., and 
R. Tolson, of Terre Haute, Ind. 

In the assistancy ranks, Assistant M. 
T. Duffey and his staff of Indianapolis 
No. 2, rolled up the largest number of 


applications reported writen, while As- | 
| 88th anniversary of the company. 


sistants E. Tibbets of Terre Haute, and 
T. D. Bartlett of New Albany, Ind., also 
made a highly creditable showing. 
Agent Charles R. Trampier, of St. 
Louis No. 3, Oscar B. Hanson of Water- 


loo, Iowa, and Harold H. Dings of Des 
Moines, Iowa, have been promoted to 
assistant superintendents in their re- 


spective districts. 

In the Pasadena, Cal., district, two 
promotions to the assistancy staff were 
made, Charles Heller and John S. Martin 
having been advanced. 

Assistant Superintendent Jacob Panoff 
of Brooklyn No. 6 district, who was 
among the leaders in ordinary net issue 
for the year 1925, is putting up a hard 
battle with Assistant Superintendent J. 
Moscow of Brooklyn No. 9 district for 
leadership for the year 1926. Assistant 
Superintendent C. E. Hochberg of Brook- 
lyn No. 6 district is coming to the front 


Walker, Detroit 1, is promoted to super. 
intendent. Agent L. Miroff, Detroit, 2, is 
promoted to superintendent. Agent w. 
Iwinski, Detroit 3, is promoted to super. 
intendent at Detroit 4, to take charge of 
a new superintendency. Superintendent 
H. B. Hanratty, Royal Oak, Mich., is 
transferred to Detroit 6. Agent N. 
Honeywell, Akron, Ohio, is promoted to 
superintendent to take charge of a new 
superintendency. Agent W. A. Kottke, 
Akron, Ohio, is promoted to superintend- 
ent to take charge of a newly created 
superintendency. 





John Hancock Changes 


The following named men have been 
promoted by the John Hancock Mutual 
from the rank of agents to assistant su- 


perintendents in the districts of their 
service: 

Herman F. Telthorster, Detroit 5: 
Frank B. Quincy, Malden; LeRoy H. 


Swartz, Fort Wayne; Stephen F. Kocott, 
Pittsburgh No. 3; Max Krantz, Hoboken, 
N. J.; Vernon W. Alexander, South Bend, 
Ind.; Benjamin K. Northrup, Glens Falls: 
Julius Zelniker, Elizabeth, N. J.; Clar- 
ence A. Haskell, Erie; Floyd J. Fickes, 
Des Moines. 

Those promoted—Guy M. Perrin is pro- 
moted from agent at Minneapolis to an 
assistancy at Chicago 5. 

Other changes are Clinton F. Tefft, 
from assistant superintendent to assist- 
ant to superintendent at Albany, N. Y.; 
Harry Uttal, from assistant to superin- 
tendent to assistant superintendent with 
staff at Albany, N. Y. 


Dinner Closes Contest 


District representatives of the West- 
ern & Southern Life were guests at din- 
ner of J. J. Briney of Kokomo, Ind., who 
captained to victory the winning team 
in a soliciting contest just closed. The 


| meeting was held at the Courtland hotel 


rapidly and it will not be surprising if | 


he overtakes the leaders and 
them. 

Vincent Ortolani is promoted to be an 
assistant superintendent in the Buffalo 
No. 2 district. 
his service with the 
1919, in the Buffalo 
on Nov. 19, 1923, he 
Buffalo No. 2, where he 
mained. 


passes 


Prudential Nov. 3. 
No. 1 district, and 
was transferred to 
has since re- 


Smouse Goes to Davenport 


H. W. 
Galesburg, 


Smouse, superintendent of the 
Ill., district of the Prudential 


Mr. Ortolani commenced | 


the last 14 years, has been advanced to 


a similar position in the Davenport, Ia., 
territory, which he took over March 1. 
He has been associated with the Pruden- 
tial since 1902. J. J. Herron of the 
Galesburg staff succeeds Mr. Smouse as 
superintendent in the Galesburg district. 


Public Savings News 


Walter J. Holtz has been made auditor 
at the head office of the Public Savings 
of Indianapolis. He started with the 
company Aug. 8, 1892, as field account- 
ant, serving in this capacity both in the 
field and home office. He has been an 
accountant for 20 years. 

Recent changes in the field are: Agent 


J. Fitzsimmons, Marion, Ind., is pro- 
moted to superintendent. Agent P. R. 
Johnson, Indianapolis, South, is pro- 


moted to superintendent, 


in Kokomo, and it also commemorated the 
A. H. 
superintendent of the district, 
presided. Talks were made by Dr. J. H. 
Reed, Logansport company physician; 
Dr. R. A. Craig, Kokomo company phy- 
sician, and others. F. A. Hutt of Peru 
captained the other team in the con- 
test, running the winners a close race. 
About 20 representatives of the com- 
pany were present. 


Fogle, 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Lividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique \ ancel- 
Digest,” published annually in May at $3.50 and tle 
“Little Gem” published annwa'ly in Apri! at $200 




















International Life 


The International Life of St. Louis has 
issued a new rate book containing sev- 
eral new policies, including an endow- 
ment at age 65, participating. The com- 
pany is now issuing a series of juvenile 
endowment policies, non-participating, 
and has adopted several new plans, such 
as mortgage insurance and building and 





loan insurance, both being forms of 

term insurance, a special single pré mium 
|} annuity and a select whole life policy, 
| non-participating. Following are the 

rates, without disability, per $1,000 pe 

the new participating endowment at 
|age €5: 

Endowment at 65 

Age Prem. Age Prem. Ag 

10....$19. 26....$25.40 41.. 

Bies § 42. 

12.. 43 

13.. 4 4 : 

14.. 45. 

13.. 46. 

BG.< 47 

Dies 48 

a 49 

50. 

20, §1.. 

21. 52 

22. 53 

23. 54 

24. 55 

25. 

Home Life 
Certain policyholders in the = 

| Life of New York have been lg on 


Agent W. O. | 


privilege of securing additional 
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LIFE INSURANCE EDITION 
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The 
and 


without another examination. 


ance 
privilege is extended to 
women policyholders between 


both men 


eompany at standard rates, 
the policy was issued upon medical ex- 
amination within the past two years. 

The offer expires April 10. Under the 
terms of the offer, which applies only 
to life and endowment policies, the com- 


pany will issue an amount equal to any | 


or all policies issued by it to a policy- 
holder within the past two years, but 
not in excess of $10,000. If less than 
$2,000 was taken out, the policyholder 
may apply for $2,000. In all cases the 
company reserves the right to require 
examination when it is deemed neces- 


sary. 

Disability and accidental death benefit 
will also be granted in accordance with 
the company’s rules. 


ages 15 | 
45 who have a policy in force with the 
providing | 


Home Life has ex- | 


| tended this privilege to all parts of the 
country except those states that require 
a medical examination. 


Metropolitan Life 
The Metropolitan Life will now waive 
unearned quarterly and semi-annual pre- 
miums on ordinary life policies, and any 
| such premiums paid for a period beyond 


the death of the policyholders in any 
| policy year will be refunded. Hereto- 
| fore if death occurred before the two 


| semi-annual premiums or four quarterly 
| premiums for the year had been paid, the 
| premiums due for the balance of the 
| year were deducted from the face value 
| of the policy on payment to the benefi- 
ciary, but under the new plan the deduc- 
| tion for such premiums will be waived 
| and any premiums paid in advance will 
| be refunded. 
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| NEWS OF LOCAL ASSOCIATIONS | 














ADVERTISING IS CONSIDERED 


Speakers at Meeting of Colorado Asso- 
ciation Stress Value of Newspapers 
in Reaching Public 


DENVER, Mar. 4.—The importance 
of newspaper advertising as a sales me- 
dium for insurance companies as well as 
concerns that have any other product to 
sell, occupied the attention of the mem- 
bers of the Colorado association at their 
monthly meeting last week. Thomas 
G. Egan of the Lincoln National Life 
and chairman of the program committee 
of the association, told the members 
that insurance companies depend too 
much on the sgles ability of their 
agents and not enough on the im- 
portance of getting the matter of life 
insurance before the public through the 
medium of newspaper advertising. Mr. 
Egan declared that insurance companies 
represented in the underwriters’ asso- 
ciation are planning a_newspaper adver- 
tising campaign in Denver that will 
prove to all insurance companies that 
good results can be obtained through 


the publicity afforded in the public 
print. 
Dr. Loren M. Edwards, pastor of 


Trinity Methodist Episcopal church, ad- 
dressed the meeting on “Finding the 
Man.” J. Stanley Edwards, field man- 
ager for the Aetna Life, read the report 
of the committee in charge of arrange- 
ments for the sales congress of the asso- 
ciation to be held here March 29. At 
that time Frank L. Jones of Indian- 
apolis, president of the National Asso- 
ciation, will be present to address the 
Colorado insurance men. 
Se © 6 

Des Moines, Ia.—At a 
of the 


recent meeting 
Cedar Rapids Life Underwriters’ 


HAD GALAXY OF SPEAKERS 


Los Angeles Association Scheduled 
Many Notables for Session 
This Week 





LOS ANGELES, Mar. 4.—The Life 
Underwriters’ Association of Los An- 
geles had an entertainment program of 
exceptional interest for its dinner-meet- 


ing held today in the Pacific Mutual 
auditorium. President Charles E. Bent 
presided and Percy P. McNab led the 
community _ singing. The speakers 


scheduled included Cyrus H. K. Curtis, 
head of the Curtis Publishing Company, 
publishers of the Saturday Evening Post 
and the Ladies’ Home Journal, the sub- 
ject of his address being: “Guide Posts 
on the Road to Success.” John Marshall 
Holcombe, manager of the Life Insur- 
ance Sales Research Bureau, was to be 
present and talk on “Modern Lights on 
Life Underwriting.” Frank L. Jones, 
president of the National Association of 


gram for an address on the subject, 
“What the National Association Means 
to the Individual Member.” Vocal selec- 
tions were rendered between numbers 
by William R. Guiberson, a prominent 
local baritone. 


HELD EDUCATIONAL CONGRESS 


Ethical Standards of Life Insurance Dis- 
cussed at Session of Canadian 
Association 


VANCOUVER, B. C., Mar. 3—“Keep 
the ethical standards of life insurance 
high and it will become one of the 
noblest of professions, ” declared Rev. A. 
H. Sovereign of St. Marks Church, ad- 
dressing the Educational Congress of 
the Life Underwriters Association of 





Association, it was voted to increase the | 
annual membership rate from $5.00 a 
year to $10 for soliciting agents, and 
from $5.00 to $25 per year for general 


agents. It is 
tional income 


expected that the addi- 
will enable the association 
to enlarge the scope of its activities and | 
carry out the program suggested by the 
National Vice President, William Searle, 
on a recent visit, which included such 
features as sec uring better speakers, 
and a broad advertising program. 

*x* * * 
. Ark.—Resolutions oppos- 
ing part-time insurance salesmen and 
calling upon insurance companies to 
cancel contracts with such agents were 
adopted at a meeting of the Little Rock | 
associ The resolutions also ask | 
local banks to discourage part-time in- 


Little Roek, 


ition. 


surance salesmen among their employes. 
_ The resolutions,declare that the part- 
time Salesmen are not necessary in this | 
oe that they are “parasites upon | 
Siean® and efforts of the whole-time 
tunities and tend to reduce the oppor- | 
latter and earning abilities of the 








You've heard it said that 
National Underwriter want 


ads are result getters—they 
are / 





ee 








| Canada at the Hotel Vancouver. 


“Life 
insurance,” said the speaker, “has already 
become a profession and not a 
alleyway in which men can drift 
they have failed in other lines. 
surance affords a great avenue of op- 
portunities and possibilities. Men 
beginning to look at life insurance from 
a very different angle. Insurance agents 


were once regarded as a pest but this | 


time has gone and insurance men are 
now numbered among the nobler bene- 
factors of the race. 

At the opening of the session presided 
over by George McCuish, president of 
the Vancouver branch, the 
was welcomed by Mayor L. D. Taylor. 

The formation and growth of the Life | 
Underwriters Association was touched | 
upon by A. L. Petty of Winnipeg, presi- | 
dent of the organization, which was | 
formed some 20 years ago at a gathering 
of a mere handful of life insurance 
agents in the east. The Life Under- 
writers Association has aided in the re- 
moval from the life insurance business 
of evils brought about by misrepresenta- 
tion, and had banished the disrepute into 


which insurance agents had fallen. Ap- 
proximately 20,000 agents are licensed 


in the Dominion, said the speaker, and 


Life Underwriters, was also on the pro- | 


blind | 
when | 
Life in- | 


are | 


gathering | 














“THE DISCRIMINATING 


Continental Casualty Company 





BUYER” 


Specifies Continental 


Continental Assurance Co. 


910 S. Michigan Ave. 
Chicago, Il. 




















“ GLOBE 


Assets - - - - = = = = 


The highest grade of service to policyholders and 


The GLOBE weekly news mailed to you every week by 


431 


MUTUAL LIFE | 
INSURANCE COMPANY 
of CHICAGO, ILL. 


$1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1 050,000.00 


representatives 





It Is the Last Word in 
SERVICE 











T. F. Barry, Founder Rose Barry Dietz, President 


request without charge. 
Home Offices: 
S. Dearborn Street Phone Harrison 1998 























Life Insurance for a Greater Number 





brough selling more insurance to more people. 


National Life Association, - 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which f 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 

A National Life Contract offers the opportunity for increased earnings 
Top contracts available in choice territory. 


Des Moines, Iowa 
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SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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this provides a tremendous field for in- 
creasing the association membership, 
which at the present totals 2,400. 

In addition to a large attendance of 
Vaucouver insurance men there was a 


good representation from Victoria, 
Seattle, New Westminster and other 
points. 


i 
Columbus, 0.—The Life Underwriters 

Sales Congress is being held Friday of 
this week at the New Neil House in 
Columbus. On the program are J. W. 
McKinney of Canton; Dr. H. W. Ding- 
man, Continental Assurance, Chicago; 
Frederick A. Miller, Columbus; John L. 
Shuff, Cincinnati, and J. Elliott Hall, 
New York. Sam L. Haynes of Columbus 
is president of the association, and Ely 
Miller, secretary. ; 

*x* * * 


Ardmore, Okla.—Renewed vigor was | 


injected into the activities of the Ard- 
more association at a recent meeting, 
through the efforts of O. C. Lasher, of 
the Union Central, president, and Arthur 
Kyle of the Aetna, secretary-treasurer. 
* * x 
Richmond, Va.—A number of bankers 
and business men of Richmond have 
been invited to hear Dr. S, S. Huebner, 
head of the Wharton school of finance 
at the University of Pennsylvania, when 
he addresses the Richmond Association 
at the meeting to be held March 12. 
x * * 
Lincoln, Neb.—The Lincoln Life Un- 
derwriters’ association is carrying on a 
campaign to bring home to business and 





| tendance of 300 








professional men the advantages offered 
by trusteeing life estates, and is having 
the play “Thy Will Be Done” presented 
before the various civic clubs by the 
same group of insurance men and women 
who recently staged it before the asso- 
ciation. The first performance this week 
was before the Kiwanis club, and was 
very cordially received. 

A thorough presentation of the ques- 
tion of how trust companies and insur- 
ance companies may work cooperatively 
is to be given at the March meeting of 
the Lincoln Life Underwriters on March 
6. Sam Waugh of the First Trust Com- 
pany will discuss it from the angle of 
that sort of corporation and A. R. Edmis- 
ten, president of the association, will 
tell how the plan may be utilized to pre- 
serve insurance estates. Slides will be 
shown that have been supplied by the 


| national association. 


x * * 

Ft. Worth, Tex.—The first meeting of 
the Texas association will be held in 
April, probably in Ft. Worth, and an at- 
is anticipated. it is 
hoped that the National association will 


| be represented by President Frank L. 


Jones in addition to Vice-President Don 
L. Sterling and Second Vice-President 
Charles L. Seott. R. L. Daniel, commis- 
sioner of insurance in Texas, is expected 
to be on the program. 

x * * 

Houston, Tex.—The Houston associa- 
tion is planning to print an official organ 
each month. Plans are being made to 
issue a four-page booklet with news of 
the association, program for the monthly 
meetings and other matters of interest. 








portunities available in: 


Michigan 


Apply to: 
. William H. ‘Harrison, 





The General Agency Plan 
has been followed by 


Atlantic Life 


In surance Company 
RICHMOND, VIRGINIA 


in building a company which occupies an enviable 
position in life insurance circles. 


There is room in our organization for additional 
general agents who are anxious to build for them- 
selves and capable of taking advantage of real op- 


Georgia 


Vice President and Superintendent of Agents 


Texas 














WE CAN (1. 
GIVE 


If You Have Knocked the “T” Out of “Can't” 


You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUCH INTEREST TAKEN 
IN RULING ON BANKS 


(CONTINUED FROM PAGE 1) 
whole. But can it be said that any in- 
surable interest will in absolute cer- 
tainty be continuous? Underlying any 
legal sense of insurable interest there is 
always a common sense that has to do 
with all sound business principles. If 
it be true in only one instance (as a 
matter of fact it is true in many in- 
stances) that a bank has a business-in- 
surable interest in the life of one or 
more of its officers, even if only: tem- 
porary, then to prohibit the bank from 
carrying the necessary insurance is not 
a part of good business from any rea- 
sonable standpoint. 


Could Change the Policy 


“If a competent officer becomes in- 
competent at any time and as a conse- 
quence the reason for the insurance or 
the insurable interest ceases or is less- 
ened, the bank would naturally surren- 
der or decrease the policy. In this con- 
nection and incidentally, the chances 
are that this life insurance protection 
has been furnished during the period in 
which it was needed at a lower cost per 
thousand than that of the other kind of 
necessary protection which the bank 
carries. It is not reasonable to sup- 
pose that bank directors (taking the 
country as a whole) would insure an in- 
competent president any more than 
they would continue an incompetent 
president in office simply because he is 
insured. Though not intended as such, 
the ruling in question is an implied 
criticism of the judgment of all na- 
tional bank directors. In the final an- 
alysis it is a total prohibition of the use 
of something necessary and valuable in 
the great majority of cases, because of 
the fear that in an occasional case there 
may be an abuse. 


No Problem of Valuation . 


“The valuation of this form of insur- 
ance in a bank’s statement of assets 
need be in no way speculative nor need 
the insurance policy offer temptations 
for over-valuation by officers of the 
bank. Bank examiners need be con- 
fronted with no problem of valuation 
other than that of the cash value in the 
policy contract. The federal treasury 
department could readily cover this 
phase of the question in a definite rul- 
ing. The potential benefits and future 
values of the insurance which are real 
but intangible, need be given no defi- 
nite financial credit in bank statements, 
although in many cases the fact that in- 
surance is carried may be of greater 
benefit to the bank than some parts of 
its physical or legal assets.” 


Conduct Anniversary Campaign 
' The Continental Life of St. Louis, is 


| conducting a 20th anniversary $10,000,- 


000 campaign to be participated in by 
the whole Continental family, the policy- 
holders, beneficiaries, fieldmen, office em- 
ployes and friends of all. A million a 
week is the goal of the drive. To stimu- 
late interest prizes will be awarded to 
the first ten men to write ten applica- 
tions each during the campaign. 








Mutual Trust Life Club 


The Mutual Trust Life of Chicago has 
reorganized its $100,000 Club. It will 
now be known as the “All-Star Club.” 
The agency convention for 1927 will be 
held in Yellowstone National Park. It 
takes $3,500 in paid premiums for an 
‘agent to qualify. For double that 
amount he can bring his wife. The 
basis of membership is $3,500 in pre- 
miums a year. 

The Mutual Trust Life is endeavor- 
ing to secure $30,000,000 in new busi- 
ness this year. 


0. J, Lacey Elected 


_O. J. Lacy, vice-president and agency 
director of the Minnesota Mutual Life, 














has been elected vice-president of the 
St. Paul Sales Managers Association. 





ACCIDENT CONFERENCE 
HAS JUBILEE SESSION 


(CONTINUED FROM PAGE 3) 
sessment on the basis of premium jp- 
come, sufficient with the annual dues 
to meet the expense for the year. This 
assessment is to’ be levied only agains; 
premiums over $100,000 and under $2. 
500,000. It is further provided that any 
excess over $1,000,000, together with aij 
weekly premium business, shall be as- 
sessed at only one-fifth of the regular 
rate. The assessment for companies noi 
employing agents is not to exceed $50, 

ne of the noteworthy features 
brought out in the statistical report is 
that, according to the figures presented 
in this report there is not the increase in 
sickness claims beyond age 50 that is 
generally supposed to exist. For all 
three of the types of policy coverage for 
which an analysis of sickness experience 
by age was made, the experience on ages 
50-54 was more favorable than for the 
period just preceding, 45-49. 

George W. Young’s Talk 


George W. Young of the Interstate 
Business Mens, speaking on “The Old 
and the New” compared the conference 
of the early days and that of the pres- 
ent time. Saying that the old confer- 
ence was defensive, the new one con- 
structive. Merle Thorpe, editor of ‘The 
Nations Busines,’ official organ of the 
Chamber of Commerce of the U. S., 
spoke Wednesday on “Let Washington 
Do It,” deploring the tendency to look 
to the national capital for legislation 
to cure all ills. 

E. J. Schofield’s Address 


E. J. Schofield, vice-president and sec- 
retary of the Standard Accident, had 
as his topic “From the Outside Looking 
in.” He conveyed greetings to the con- 
ference from the Detroit companies en- 
gaged in other lines of insurance. 

Under the new arrangement the ex- 
penses of the Economics Society are 
to be taken care of from the regular 
conference funds, voluntary contribu- 
tionsfor its support being discontinued. 








Tells of Claim Service 


“Clas” is the title of a new agency 
paper issued by the Central Life of Des 
Moines and edited by R. C. Campbell, 
manager of the service department of 
that company. In the issue of March 
1 there is printed an interesting lot of 
human interest stories under the cap- 
tion of “history of claims paid” which 
will undoubtedly be of much service to 
Central Life agents. Inquiry as to the 
manner in which these recitals concern- 
ing claims paid were possible develops 
the fact that some time age Vice-Presi- 
dent and Agency Manager Dr. T. C. 
Denny, in an effort to systematically 
gain information concerning claims paid 
which might aid his agents in their work, 
got up a special report form for the 
sales service bureau the purpose of 
which is stated to be an effort “to ob- 
tain intimate knowledge of the service 
life insurance is rendering its benefici- 
aries; and what is equally important, 
the service that might have been ren- 
dered by additional insurance.” Agents 
are urged to include in the report any 
human interest situation or condition that 
they may find “as it may aid in correct- 
ing a fault or rendering further service. 





Lawrence Priddy Married 

Announcement has been made of the 
marriage of Lawrence Priddy of the 
New York Life in New York City to 
Miss Jane Laubscher of Brooklyn. Mr. 
Priddy is well known as an active 
worker in the National Association ot 
Life Underwriters. He is a former 
president of this organization. 





Disability Committee to Meet 

The special committee of the Actuarial 
Society of America that is getting uP 
data on the total and permanent disa- 
bility clause met in New York this week. 
Arthur Hunter of the New York Life is 
chairman. Its report has about been 
completed. 
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Home Study Course Conducted by the 
American Real Estate Institute Gives 
Many Valuable Suggestions to Life Men 


ELLING suggestions and business 
S development arguments used in 

other lines of business can often be 
applied to life insurance. Recently a 
home study course conducted by the 
American Real Estate Institute of the 
National Association of Real Estate 
Boards received notice in some of the 
trade papers. Here are some extracts 
from this course: 

When you have trouble in closing a 
sale do you blame it on your closing 
methods? 

If you do, you’re more apt to be 
wrong than right—for most difficulties 
in closing are due to a poor demonstra- 
tion. Unless you use “strong-arm” 
tactics, you cannot expect your prospect 
to buy something he does not want. 
Yet that is exactly what you are trying 
to do when you attempt to get his sig- 
nature on the dotted line before you 
have aroused his desire. Hundreds of 
sales are lost every week because sales- 
men either forget or neglect this fact. 

Closing is easy when you build up in 
your prospect a strong desire to get the 





advantages which will come to him 
through ownership. It is a perfectly 
natural consequence after you have made 
that kind of a demonstration. 

Here are a few basic rules that will 
help you make such a demonstration. 

- 
. Lead your prospect—don’t drive. 

: Encourage your prospect to talk, 
but don’t let him dominate the inter- 
view, that’s your job. Watch what he 
says and does carefully; his words and 
actions will tell you what to do next. 

3. Tell your prospect what he wants 
to know and what he should know. 
Don’t talk about obvious things, but 
on the other hand, don’t take things for 
granted. You can’t expect your prospect 
to see all the good things. 

4. Stick to the important things and 
forget the trifles. 

* * ~ 


. Sell one point at a time; don’t go | 


on eo the next point until your prospect 
is thoroughly sold on the point under 
discussion. Make sure he is sold on 


each point by securing his commitment. ' very likely due to the fact that you have 


to do that is by asking 
questions like these: 


The best way 


“That’s clear, isn’t it?” 

“You agree that’s a very 
feature, don’t you?” 

“You'd like that feature wouldn’t you, 
Mr. Jones?” 

If his answer to questions like these 
doesn’t show he is thoroughly sold on 
that point, go back and sell this point 
over again until you are sure he is com- 
pletely sold. 


important 


* * 
6. Keep your prospect's interest alive 


‘a. Talking from the point of view. 
b. Talking about features which ap- 
peal to him. 


c. Presenting a well-organized sales 
talk. : 
d. Constantly emphasizing benefits, 


advantages, or profits which he will gain. 

e. Showing how this property fits his 
needs. 

f. Injecting attention-compelling ques- 
tions and 

g. Remembering that not all the fea- 
tures you are selling are talking points. 

7 ~ * 





7. A talking point is a feature that 
offers your prospect some benefit, advan- 
tage, or profit. When your prospect— 
provided he is a logical prospect—loses 





interest in what you are saying it is 


failed to distinguish between features 
which are merely features and features 
which are genuine talking points. 

Clearly, then, features which are talk- 
ing-points with one prospect may not be 
talking-points with another buyer. It 
all depends on your prospect’s needs. 
Study your prospect carefully; then 
select those features you are showing 
which offer him some benefit, advan- 
tage, or profit and you have the talking- 
points which will interest him and build 
up the desire which is the objective of 
the demonstration. 

Don't blame lack of interest on your 
prospect; if he is a logical buyer there 
is no one to blame but yourself. Per- 
haps you have failed to distinguish be- 
tween true talking points and mere fea- 
tures. 

» La * 

8. Know what you are selling. Know 
it so thoroughly that you can answer 
any question or objection raised by your 
prospect. Knowledge is the basis of 
confidence and you can neither have con- 
fidence in what you are selling or ex- 
pect your buyer to have confidence in 
what you say unless you know what you 
are talking about. 

Don't let your prospect unsell you 
with his objections. 


10. Use simple expressions that are 
easily understood. 
Appeal to his imagination; help 
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INDIANA— 


Indianapolis 
Michigan City 
ILLINOIS— 


GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
Our best uncontracted territory includes: 


OHIO— 


Evansville Lima 
New Albany Toledo 
Terre Dayton 


A. O. Hughes, Vice-President in charge of Agencies 


Farmers National Life Insurance Company 


OF AMERICA 









For further information communicate with 


3401 South Michigan Ave., Chicago, Illinois 







MICHIGAN— 
Calumet 
Lansing 
Kalamazoo 
Marquette 
Grand Rapids 


MISSOURI— 
Joplin 

St. Joseph 

Cape Gi 


Girardeau 
Jefferson City 
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ACTUARIES 











ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


23 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK. J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
e _COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


Specialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N, COATES 


CONSULTING 
ACTUARY 


54 Pine Street - - San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 
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LINCOLN, NEBRASKA 
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PRESIDENT 
Liberal Agency Contracts. 








him to visualize the benefits he will gain. 
oe SS 


12. Anticipate his objections; answer 
them before he gets a chance to bring 
them up. 

Keeping in mind constantly that a suc- 
cessful demonstration is a logical con- 
vincing presentation of facts adapted to 
the needs of your prospect. 

Know your property thoroughly, plan 


| your sales talk carefully, and have a 


positive faith in yourself and your propo- 
sition. 

Build your sales talk so that each 
step intensifies your buyer’s desire. Keep 
on selling until you feel your prospect 
is ready to buy—then stop selling and 

start closing. Make a good demonstra- 
tion and the close will be easy. 








WILLIAM E. GORE IS ENTHUSIASTIC 
ABOUT COLD CANVASS POSSIBILITIES 








HE average agent usually looks 

upon the “cold” canvass with a still 

colder and more frigid eye. Almost 
nothing arouses less enthusiasm in his 
breast. If he uses it at all, it is only if 
he is forced to it as a last recourse, for 
he much prefers other methods of pros- 
pecting. But the cold canvass has its ad- 
herents and one of the most enthusias- 
tic of them is William E. Gore, special 
agent with the Charles W. Anderson 
agency of the State Mutual Life in New 
York City, who has deliberately chosen 
and almost exclusively uses the cold 
canvass as his only prospecting method. 
That it offers extraordinary possibilities 
to the man who knows how to use it, is 
proved by the fact that in 1925, his sec- 
ond year in the field, Mr. Gore wrote 
more than $500,000 of business. 


Started in Insurance 
Late in His Life 


Mr. Gore has had a most interesting 
history. He was engaged in general 
business for many years and did not 
hear the call of insurance until he was 
well along toward 50. To equip himself 
in the best way for his new calling he 
enrolled in the insurance course at New 
York University, graduated with honors 
two years ago, and since then has been 
remarkably successful, as indicated by 
his record in 1925. 

Almost without exception all of his 
prospects have been obtained through 
the cold canvass and circularization. In 


friends, both at their own solicitation. 
Mr. Gore does not deny that friends 
and friends of friends are often excel- 
lent prospects, but he believes too much 
time and effort are usually spent on 
them. In the first place, they are always 
widely scattered about the community. 
Why skip here and there from one end 


who are perhaps no more interested in 


insurance than thousands of people 
within a stone’s throw? Sitting in_his 
office in lower Manhattan, Mr. Gore 


asked why he should first call on a 
friend in farthest Brooklyn and then 
jump clear to the Bronx to see another, 
when between his office and the Battery 
there are millions of men and women 
with insurance problems that they are 
not only willing but anxious to discuss 
if approached in the right manner by 
either a friend or a stranger who knows 
his business and.is competent to give 
advice and direction. 


Approach Is Everything 
in the Cold Canvass 


The approach is everything, according 
to Mr. Gore. The battle is won or lost 
in the first maneuvers. Like a good 
general, the agent must rapidly size up 
the lay of the land and choose his tac- 
tics accordingly. He must make the 
most of every vantage point. He must 
be ready and able to exploit to the ut- 
most every favoring condition, even the 
weather. On rainy days Mr. Gore sells 
umbrellas, incomparable umbrellas that 
will protect not only the insured but all 
his family from the squalls and storms 
of life. 

At another time he enters a shoe shop, 
finds the proprietor and asks for a shoe 
guaranteed for life. There is no such 
animal, protests the man, who is there- 
upon told of another shoe that makes 
life’s walk easy and is guaranteed to 
last even beyond the grave, a shoe into 

















his experience he has only written two | 


ot town to the other in search of friends | 


20 years and then withdraw $1,000. To 
others he sells suits, tailored to fit the 
most exacting individual and to meet 
his every requirement, financial, social 
or otherwise. The approach to every 
individual prosect should be a unique 
work of art, designed and executed in 
Aight of his character, temperament and 
vocation. 


Unemployment Exchanges 
Prove Valuable Source 


Even exchanges for the unemployed 
are gold mines furnishing rich prospects 
for Mr. Gore. By selling the exchanges 
on the idea of mutual service, he learns 
from them the names, addresses, ages 
and sex of those people who have ob- 
tained or are looking for governesses for 
their children. Hundreds of live pros- 
pects are obtained in this way, for people 
who employ governesses are people of 
means. Even if the parents are not in- 
terested in insurance for themselves, 
they often are for their children. Fol- 
lowing automobile license numbers may 
also lead to unexpected places. As an 
illustration: 

Mr. Gore tells a story of his vacation 
last summer. He stopped at a famous 
spot along Lake Champlain, and notic- 
ing many fine cars parked about, he 
went through them and picked out the 
New York City licenses, finding ten. 
From these he traced the cars to their 
owners and called upon them, selling 
one of them a large policy to cover the 
expense of his son’s education. The tel- 
| ephone book also has its uses. Out of 
500 letters recently sent out to people 





whose names were taken at random 
from the phone book, Mr. Gore re- 
ceived answers to three. Out of the 


three, one resulted in the sale of a $15,- 
000 policy. 


| Tells Prospect He 
Was Sent by Friend 


In calling “cold” upon an influential 
| and busy man, it is often advisable to 
| mention that you were asked to call by 
|a friend. When he asks which of his 
| friends sent you, you can say that he 
| asked you not to mention his name. If 
you interest this prospect or sell him, it 
is ten to one that he will give you the 
| names of all his friends who might be 
interested in insurance of one kind or 
another, for your action will give him 
confidence to believe that when you in- 
terview them you will not use his name. 

The moral to be drawn from Mr. 
Gore’s success with the cold canvass 
and circularization would seem to be, 
that if the average agent put into them 
half the energy and imagination that 
Mr. Gore does, never a sigh or a com- 
plaint would be heard about the lack of 
good live prospects. After all, every one 
has an insurance problem and is at least 
willing to discuss it if you can get at 
him in the right way and show him that 
you are an expert in what you are talk- 
ing about. 


Canadians Much Interested 


Canadian life underwriters are mani- 
festing so much interest in the plans 
announced for the convention of the 
National Association of Life Underwrit- 
ers in September in Atlantic City that it 
bids fair to take on a decidedly inter- 
national aspect. Canadian life executives 
are particularly in sympathy with the 
idea that the convention will not be a 
high-brow affair and that considerable 





which a man can put 15 cents a day for 


—=S 


attention is being given to having the 
program an appealing one to the average 
writer through a discussion of consecy. 
tive weekly production sales methods, 
“How to Sell More Policies and How to 
Sell Bigger Policies” has likewise made 
a strong appeal to the men across the 
border. 


Stitt With Security Mutual 


The resignation of George P. Stitt as 
Kansas state blue sky commissioner to 
become financial field representative for 
the Security Mutual Life of New York 
was announced this week. He began his 
new duties March 1. Mr. Stitt will have 
his headquarters in Topeka and will 
continue his residence there. He will 
have some four or five micdle western 
states as his territory to supervise al] 
of the investments of the company. Mr, 
Stitt has been a banker in Kansas many 
years and is regarded as one of the 
best qualified farm mortgage men jp 
the state. 








Stephen M. Babbit 
President , 


Hutchinson, Kansas 








PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
owth in the Company’s business is reflected 
in the increased earnings of its agents. 
Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 
few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








WE WANT A GENERAL AGENCY 


Two men, who have built up the Full 
Time Agents Department of one of the 
large Eastern General Agencies, desire a 
General Agency for themselves. 


They desire a General Agency in a city « 
350,000 population or more—excluding New 
Yerk, Chicago and Detroit. 

Their experience has been of such a na- 
ture that, once it is learned, there will be 
no question as to their ability. 

All replies must give absolute assurance 
of confidence being kept. 


Address R-39 
Care The National Underwriter. 











A $300,000.00 personal producer of life in- 
surance in Minnesota desires position in 
Minnesota as branch manager of reliable 
and progressive life insurance company. 
Address R-25 
Care The National Underwriter. 























